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EQUITABLE . SETTLEMENTS 





When Wise Words Were Heeded 


Altogether too little is known in insurance company offices about what becomes 
of the money paid in settlement of Death Claims—not the $1,000, $2,000, $3,000 
or $5,000, but the $10,000, $20,000, $30,000, $50,000 or more paid in single 


sums to beneficiaries. 


Agents can frequently prevent losses through inappropriate or unsafe investments 
by calling to the attention of the beneficiary the guaranteed instalment or life in. 
come settlements available in lieu of a single cash payment. A striking instance 
of insurance proceeds so conserved has been brought to our attention by one 
of our New York representatives: 





Seven years ago, when delivering a death claim check for $50,000 to the beneficiary (a 
widow in her sixties) this agent recommended a life income for her and a daughter. 
aged 48. At that time, the widow had other assets valued at about $300,000. She agreed 
to leave $30,000 of the $50,000 of the insurance with The Equitable and signed the 
necessary papers. Before the agent could get back to his office she had been persuaded 
by her daughter and son-in-law to disregard the agent’s advice and to request the entire 
sum in cash. Believing that she had been ill-advised, the agent returned the next day, 
and upon the admission of this woman that a guaranteed life income was what she 
really wanted, rather than the investments recommended by her son-in-law, he com- 
pleted the transaction. 


Within a few years her other property valued at $300,000 had vanished. For four 
years preceding her death the only income she had was the $150.43 a month from The 
Equitable. On this she maintained herself and her daughter as well as the son-in-law 
who had lost everything and was out of a job. 


In keeping with the settlement provisions arranged, the monthly income of $150.43 will 
be continued to the daughter as long as she lives. 
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Conservation and New Business 
Will Follow Education of Policyholders 





the American people, Life Insurance, in the judgment of 

many executives, although in stronger position than ever 
before, must meet this competition with the same tools used 
by its competitors if it is to hold its own. 


Pree: TODAY by strong competition for the dollars of 


The primary need is education of the public—the same 
kind of constructive education that has made the automobile, 
electric refrigerator, vacuum cleaner, radio and other articles 
of comfort or luxury pre-eminent as competitors. 


And a good place to start that education is among the 
millions of our people who have taken the first steps in avail- 
ing themselves of the many advantages of life insurance—the 
present policyholders—so that they may not only be led to 
resist a tendency to replace such life insurance as they now 
own with competitive articles, but also that they may be im- 
pelled to buy more of it. 


Seldom would the owner of a policy surrender it in favor 
of the purchase of competitive “things” were he fully in- 
formed of what it means to him and his family; if all its angles 
of profit, security and unique advantages were fully known; 
if the strength of his company and its record of unfailing 
performance and the high character of its management were 
thoroughly understood. Constructive education, consistently 
applied, is the essential ingredient of the conservation of the 
business of any company. 


Among the present policyholders of any company exists 
a pool of potential new business of immeasurable capacity. 
The market of the automobile and other “things” that com- 
pete with life insurance for the dollars of the American people 
would be severely limited were their manufacturers to depend 
entirely upon first sales. It is only through a process of 
evolutionary, step-by-step, season-by-season improvement of 
the application of service to owners that they have attained 
their present position of leadership. Plus constantly improved 
methods of selling, the essential ingredient of which is 
education. 

New business from present policyholders of any company 
can best be promoted through their constructive education, 
consistently and persistently applied—education that will make 
them conversant with the many ways in which life insurance 
can be made to cover every phase of family, economic and 
business requirements and create in their minds a logical 
demand for more and wider participation in the advantages 
that life insurance alone can give them. 

Better contacts with the prospective buyers of life insur- 
ance will be assured to all members of the agency force of 
any company when present policyholders fully comprehend 
the remarkable manner in which their policies are serving their 
interests and the additional opportunities for service that still 
await their present or future needs. And improvement of 
selling methods would be sure to follow. For again the essen- 
tial ingredient of improvement is education. 


The American Policyholder Plan 
Will Promote Conservation and Leads to New Business 
Through Constructive Education 


Unique in its application, constructive and ethical in its character and entirely new, it has already 
attained a record of unusual proportions. So great is the recognized need of such a plan and so sound 
the principles underlying its purposes that although its publication will not be initiated until July 15, 
it has already been adopted by more than a score of representative companies as a means of attaining, 
at a cost so low that they can well afford it, the following essentials to their continued success and 


progress: 


1—The education of policyholders and the public 
upon all phases of life insurance and the wide 
variety of ways in which it may be made to serve 
their personal, business and economic needs. 

2—Their education with regard to all policies and 
proposals of government that threaten to place 
on policyholders and their companies unfair bur- 
dens of taxes or other factors subversive of their 
best interests. 

3—Providing them with constructive, ethical advice 
from an outside, disinterested and authoritative 
source that will lead to the stabilizing of policy- 
holders and the conservation of the outstanding 
business of all sound companies. 

4—The creation of a demand among readers for 
additional coverage by providing information on 


policies other than those now being carried and 
the manner in which programming, in co-opera- 
tion with their agents, may be made better to 
serve all the needs of policyholders, their friends 
and relatives. 


5—Stimulating in the minds of policyholders a 
greater appreciation of the manner in which life 
insurance agents can serve their interests and the 
important roles they play in the lives of the 
American people. 


6—Education of an institutional character that will 
finally defeat the efforts of all elements that are 
subversive of the best interests of insureds and 
__their companies, whether these elements be in- 
side the insurance framework or extraneous to it. 


Capably written and edited by men of recognized ability, aeneity oe ug hag age and with Poy 3 two 
colors, The American Policyholder plan cannot fail to prove of great constructive value to any company using it. Based 
upon the wide tance that has already been accorded it, it is destined to become of vast importance to all the best 


elements of the business. 


Through the unusual mechanical and organization facilities of The National Underwriter and our unique plan of com- 
bining alls orders from companies so as to provide them the price re ne of large volume production, it will be pos- 


sible to offer this remarkable magazine at a unit price of wholesale distribut 


on that will equal the postage alone required 


for mailing a letter, while at the same time providing each company, general agent or individual underwriter that utilizes 


it with the exclusive use of all inquiries in 
or the sale of additional coverage. 


cating opportunities either in the direction of conservation of existing business 


More than a score of companies have already adopted The American Policyholder plan of education, conservation and 
extension of new business before seeing the magazine. These had been shown only the prospectus explaining our plan. 
Advance copies of the July issue are now available together with eg ge details of the plan that has been pronounced by 


these companies as “‘one of the biggest ideas ever introduced into the 


fe insurance business,” 


Company executives are invited to ask us for full particulars. 


General agents and all underwriters will find in the 
holders and prospects in all phases of their work. Their 


lan highly effective methods of stimulating interest of policy- 
nquiries are also invited. 


Address 
THE AMERICAN POLICYHOLDER 
Division 
The National Underwriter, 
Insurance Exchange Building, Chicago, Ilinois 
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Disability Inceme 
Clatise Abandoned 


Pacific Mutual Makes Decision to 
Leave Hazardous Field; 
Retains Waiver 


EFFECTIVE DATE IS JULY 31 


Revival of This Coverage by Companies 
on Any Basis Now Seen 
as Improbable 


The Pacific Mutual Life announces 
that effective July 31 it will discontinue 
sale of the permanent total disability 
income benefits and thereafter the only dis- 
ability clause sold in connection with its 
life policies will be premium waiver, It 
will,, however, continue writing the 
present form of aon-cancellable acci- 
dent-and-sickness policy. 

This is the last major company to 
abandon the old form of $10 per month 
per $1,000 income ‘disability cover. This 
action was delayed some three or four 
years beyond the time when most of the 
companies that used to write this clause 
discontinued it because of disproportion- 
ate loss ratio. 

Factors in Situation 


Other factors were the ever mounting 
claim consciousness of the public, the 
tendency to make the income disability 
clause serve as a source of ready funds 
in depression time, and the companies’ 
conclusion that the business would not 
stand the rate increases which were in- 
dicated as essential. 

The Pacific Mutual's action leaves 
two outstanding companies still writing 
a disability income form, the Guardian 
Life of New York and Mutual Benefit 
Life of Newark, the Guardian issuing a 
$5 per month clause and the Mutual 
Benefit $10 a month, both, however, 
with comparatively high premium cal- 
culated so the companies cannot well go 
into the red on this feature. Both are 
strict in their underwriting of the clause. 


Limited Forms Available 


The Mutual Benefit clause is unique 
in that it is predicated on time lost 
rather than loss of income from any 
gainful occupation in which the policy- 
holder can engage during his period of 
total disability. 

The Massachusetts Indemnity is writ- 
ing a non-cancellable . accident and 
health contract paying in $10 a month 
units. 

The Continental Assurance of Chi- 
cago’ after abandoning its old $10 a 
month form brought out two new re- 
stricted forms for $5 or $10 a month 
per $1,000 income, but sincé has dis- 
continued both forms’ and writes only 
waiver of premitim. 

_Most life company officials now con- 
sider disability’ income benefit as dead 
as the mythical dodo bird.. A year or 
So ago there was discussion ‘of the pos- 
sibility of reviving the clause on a 
sound ‘rate and’ underwriting basis, but 
(CONTINUED ON LAST ‘PAGE) 





Northwestern National in 
Rate Scale Increase July 1 





BOTH PAR AND NONPAR RISE 





Effects of Low Interest Era Noted by 
President Arnold in Comment 
on Action 





Participating and nonparticipating pre- 
mium rates on all policies were in- 
creased by the Northwestern National 
Life July 1. The par advance is nominal, 
averaging less than 1 percent on annual 
premium life and endowment plans, 
about 3 percent on term plans; but on 
single premium. contracts considerably 
more. On nonpar guaranteed premium 
reduction policies first year annual pre- 
mium is increased to equal the new par- 
ticipating. rates (the increase varying 
from 35 cents.to 90 cents) and the re- 
newal premium increases range from 85 
cents to approximately $1.25 per thou- 
sand, depending on kind and age at 
issue. 


Revise Income Endowments 


Income endowment policies, partici- 
pating and nonparticipating, have been 
revised to provide different maturity 
amounts for men and women, and pre- 
miums increased considerably. 

Surrender charges have been extended 
to the 19th year where formerly there 
were none after the ninth, the. new 
charge being a percentage of reserve 
starting with 20 percent in the third 
year and reducing to 1 percent in the 
19th year, with a maximum of $18. This 
results in little, if any, decrease in non- 
forfeiture values in earlier years. 

A minimum guaranteed rate of 3 per- 
cent accumulation on policy proceeds left 
at interest was adopted. Instalment set- 
tlements, including maturity settlements 
on income endowment policies, have 
been put on 3 percent basis for periods 
certain and on Hunter’s American An- 
nuitants table with different rates for 
men and women for deferred annuities 
on life income settlements. 


Adopt New Dividend Basis 


A new dividend formula adopted re- 
sults in relatively higher dividends in 
earlier years, especially at younger ages 
and less rapid increase due to reduction 
in interest factor. The persistency bonus 
in the scale in use since 1932 has been 
discontinued and interest factor reduced 
from 4% percent to 4 percent, the mor- 
tality element considerably increased, 
and the loading contribution slightly de- 
creased. Except on a few investment 
forms policyholders, other than the rela- 
tively few who would have received a 
persistency bonus under the old scale, 
will receive a dividend substantially 
greater than in the previous year or than 
in the current dividend year under the 
normal year-to-year increase. The total 
apportioned for dividends on ordinary 
business will be approximately 25 per- 
cent greater. 

Rate of interest for the dividend period 
starting July 1 on dividends and policy 
proceeds, including instalment payments 
for periods certain, is 334 percent. 

President Arnold said, “The increase 
in participating premiums is nominal, the 


actual cost to the insured. being con- 


trolled by the dividends. While the non- 
- (CONTINUED ON PAGE 10) 





Company Wins Right to Scan 
All Reinstatement Factors 





SUICIDE INVOLVED IN CASE 
Financial, Moral Hazard Elements 
Ruled Vital by Appellate Court 
of New York 





Much significance is seen by life com- 
pany officials in a decision of the appel- 
late division of the New York supreme 
court which permits life companies to 
consider financial status, moral hazard 
and other factors as well as health in de- 
termining insurability on reinstatement 
applications. 

The case is Kallman vs. Equitable 
Life of New York. The appellate court 
unanimously held that while a company 
is not privileged arbitrarily to decide 
what constitutes insurability in connec- 
tion with reinstatements, it is not lim- 
ited to consideraion of good health or 
physical condition of the insured. 


Habits and Finances Vital 


During the depression, especially, com- 
panies have come to attach great sig- 
nificance to an applicant’s or assured’s 
financial condition, habits and inclina- 
tions, mode of living and other factors 
which may determine whether, aside 
from. medical considerations, he is a 
good or bad risk. This is especially true 
in view of the heavy suicide toll: Shaky 
financial condition when found in con- 
nection with an- application for large 
amount points to a speculative factor 
and indicates the cards may be stacked 
against the company. 

Joseph Kallman, when he applied for 
reinstatement of his policy (reported to 
be for $50,000) was found to be heavily 
overinsured. He had $159,000 additional 
insurance. He had not been engaged in 
business, as he had stated, for more than 
three years, and he had been heard to 
make statements implying that “the 

(CONTINUED ON PAGE 11) 





Department of Justice Is 


to Attack Insurance Crimes 





WASHINGTON, July 2.—A deter- 
mined campaign against insurance com- 
panies and agents who compound fel- 
felonies by “buying back” stolen insured 
property from underworld characters is 
about to be undertaken by the depart- 
ment of justice. 

At the same time, it is understood the 
post office department is casting an in- 
quiring eye at the activities of so-called 
“murder insurance rings,” such as was 
recently uncovered in Massachusetts. 

The interest of the federal govern- 
ment in the insurance industry has been 
aroused by recent disclosures indicating 
that a number of “rackets” are being 
operated on the basis of insurance poli- 
cies in addition to the well known fake- 
accident game. 

Under the justice department appro- 
priation bill passed at the session of 
Congress just ended, the federal bureau 
of investigation will be able to increase 
its field force and delve into criminal 
activities ‘which heretofore have escaped 

(CONTINUED ON PAGE 18) 





John A. Stevenson 
Gets New Position 


Manager Home Office Agency 
Made Penn Mutual Executive 
Vice-President 


DISTINCTION IS ATTAINED 


Prominent in the Educational : Activities 
of Life Insurance, He Is — 
Widely Known 


John A. Stevenson, has been elected 
executive vice-president of the Penn 
Mutual Life. He is head of the John 
A. Stevenson agencies of the Penn Mu- 
tual in Philadelphia and New York and 
is the first to hold the office of execu- 
tive vice-president. 

The John A. Stevenson Agencies will 
be under the direct management of -C. 


K. Schonck, superintendent of these 
agencies. 
Prominent both in educational and 


business fields, Mr. Stevenson started 
his life insurance career in 1919 as pro- 
fessor of education. and director of the 
first school of life insurance salesman- 
ship in a higher institution of learning 
at the Carnegie Institute of Technology. 
His outstanding success in developing 
practical methods of teaching men: and 
women the business of life insurance led 
to his appointment, the following year, 
as third, and, later, second vice-presi- 
dent of the Equitable Life of New York 
in charge of the training activities 
among that company’s salesmen. 

In 1928, Mr. Stevenson resigned from 
the Equitable to become manager of the 
Penn Mutual’s Philadelphia agency and, 
in that position, has built one of the 
largest organizations for the distribu- 
tion of life insurarice in the country. 
Last year the business produced by the 
agency was in excess of $35,000,000 and, 
since 1928, when Mr. Stevenson took 
charge, the total production of his or- 
ganization has been over $250,000,000. 


Was Once Vice-president 


In addition to his activities in connec- 
tion with the management of the agency 
from 1931-1935 Mr. Stevenson acted (as 
vice-president in charge of the agency 
department of the Penn Mutual and, 
since that time, has continued to direct 
the national advertising program of the 
company. 

Throughout his life insurance career, 
Mr. Stevenson has been influential -in 
the development of important organiza- 
tions such as the Life Insurance Sales 
Research Bureau and the American Col- 
lege of Life Underwriters... He has been 
in the forefront ‘of all progressive move- 
‘ments directed toward these objectives 
and is recognized as a leader in the 
effort to provide adequate educational 
equipment for life underwriters. 

John A. ‘Stevenson was -born~:in 
Cobden, Ill., March 1, 1886, received-his 

(CONTINUED ON LAST.PAGE)* ~ 











2 


THE NATIONAL UNDERWRITER 


July 3, 1936 





= 


Investment Side of Life Insurance Still Superior, 
M. A. Linton Discloses 


Nine years ago M. Albert Linton, now 
president of the Provident Mutual Life 
and then vice-president and actuary, de- 
livered an address at the Memphis, 
Tenn., annual convention of the Na- 
tional Association of Life Underwriters, 
based upon a study of the investment 
side of life insurance which showed 
that the investment fund in the whole 
life policy taken at age 35, if cashed 
at age 65 represented a compound in- 
terest return of not less than 5.36 per- 
cent. To most life insurance men this 
was a startling statement, and it greatly 
bucked up their spirits and helped them 
to meet the objections heard from most 
prospects that they could do much bet- 
ter with their money in the market. 
Since then, investing money at adequate 
yield has become a major problem fot 
individuals and financial institutions, 
therefore it might be expected life com- 
panies would have to soft-pedal the in- 
vestment side of their policies. 


Based on Results of Study 
Just Made This Year 


However, Mr, Linton conducted an- 
other survey on the basis of 1936 figures, 
the conclusions having been presented in 
a paper that Mr. Linton read at a meet- 
ing in Montgomery, Ala., of the Ala- 
bama Association of Life Underwriters. 
He showed that the comparable com- 
pound interest rate today is not less than 
4.35 percent, which represents a decline 
of almost precisely 1 percent from the 
1927 figure, but still is less than the de- 
cline which has occurred since that date 
in yield on high grade 30 year cor- 
poration bonds. In the 1936 calculation 
he found as in 1927 that at ages 25, 45 
and 55 the return in no case is less 
than the return at age 35. 

“This result is most gratifying,’ Mr. 
Linton said, “and it should help life in- 
surance men everywhere to go out with 
courage and determination to present 
their product to the multitudes of peo- 
ple who need a balanced program of pro- 
tection and saving. They cannot find 
any other means of duplicating the life 
insurance contract that approaches life 
insurance in combining absolute security 
of principal, availability in emergency 
and net return on the investment. Our 
product has no rival, and we should lose 
no opportunity of telling the world 
about it.” 


How the Figures Were 
Secured for Analysis 


Both the 1927 and 1936 studies used 
figures of 10 representative mutual com- 
panies, averaging them to get combined 
rates.. From the average net cost fig- 
ures was deducted successive cost of 
one vear term insurance that would have 
to be purchased each year to cover the 
difference between the accumulation of 
the savings fund element and the full 
face of the policy, the cost being based 
upon the lowest one year renewable 
term rate possible to find, among all 
companies in the country. The studies 
were conducted to refute the argument 
heard everywhere in prosperity days— 
and which has been pushed strenuously 
by certain life insurance counselors dur- 
ing the depression—that a man could do 
better to handle his own investment fund 
and carry term fmsurance in decreasing 
amount sufficient with the investment 
and accumulation to equal a selected 
size of estate; sf 

Mr. Linton emphasized that since 1927 
interest rates have declined and net cost 
schedules have been increased, as also 
have rates for one year term insurance. 

“We may safely assert that from the 
‘point of view of the individual there is 
hardly any comparison between the se- 
curity of this fund in the hands of the 
life insurance company and in a separate 
investment fund,” Mr. Linton said. “In 
the first place it is next to impossible 





for him (the individual) to duplicate the 
features that make life insurance so re- 
markably secure. In the separate fund 
he will not have the protection of the 
‘free income’ which contributes so much 
to the stability of the life insurance 
fund. In the second place he is not 
likely to secure a spread of investment 
such as is inherent in the life insurance 
plan. 

“Every dollar of savings entrusted to 
the life insurance company is in essence 
divided into minor. parts and each part 
is invested in a. different investment. 
The losses that inevitably occur affect 
the individual but slightly and are cov- 
ered by the margin that is included in 
the life insurance premium adjusted to 
meet just such contingencies. 


Life Insurance Combines 
a Maximum of Benefits 


“The law of average applied to in- 
vestments, the stability resulting from 
the maintenance of premium and inter- 
est income, and the margin of safety in- 
cluded in the premium, present a com- 
bination that is impossible to duplicate 
in any separate investment fund. And 
when we say impossible, we mean just 
that. When we observe the manner in 
which this combination has safeguarded 
the interest of tens of millions of pol- 
icyholders during the last six years, the 
life insurance man may be pardoned 
from being enthusiastic. 

“One question should be answered, 
‘How is it that the return based upon 
the net cost schedules in effect in any 
given time exceeds the return that can 
be realized upon the purchase of con- 
servative investments?’ The answer is 
two-fold. First, by combining the term 
insurance element with the savings ele- 
ment there is an expense saving as com- 
pared with the issuance of separate term 
insurance. Second, renewable term in- 
surance has demonstrated conclusively 
that those who insure under that form 
of policy experience a_ progressively 
higher rate of mortality as the renewal 
periods recur. 


Increasing Premiums Are 
Disliked by the People 


“The reason is that policyholders dis- 
like acutely having to pay a continually 
increasing premium for the same amount 
of insurance. In large numbers those 
who believe themselves to be in good 
health either drop the term insurance 
altogether or transfer to a form of per- 
manent protection under which the pre- 
mium does not increase. 

“In computing the renewable term in- 
surance premium a substantial margin 
must be included to provide for mortal- 
ity far above that experienced under 
other kinds of insurance. Of one thing 
we may be certain. Yearly renewable 
term insurance is the most expensive 
type of protection a man can buy. ; 
he wants rock-bottom, pure protection 
rate, he should combine the protection 
angle with the savings element in one 
insurance contract.” 


Many Other Advantages 
of Policies Are Illustrated 


Mr. Linton noted other advantages 
of the life insurance combination, one 
having to do with taxation. “When the 
investment element is placed in a sepa- 
rate fund, it becomes upon death a part 
of the estate,” he said. “It is therefore 
subject to the federal estate tax and to 
the state inheritance tax. On the other 
hand, where the investment element is 
part of a life insurance contract it shares 
in the $40,000 exemption of life insur- 
ance that is permitted in computing the 
federal estate tax if the policy is paid to 
a named beneficiary. Likewise in many 
states it is completely exempt from state 
inheritance taxes. These are valuable 


features which have been -provided by | 





law in view of the great social service 
rendered by the life insuranec contract. 

“Another valuable feature is that the 
funds of the life insurance policy paid 
to a named beneficiary go directly to the 
beneficiary instead of passing through 
the estate as a policyholder. In most in- 
stances it is a matter of days only before 
the money from the life insurance com- 
pany reaches its destination and starts 
to perform the service it was designed 
to perform. In the case of a separate 
investment the money may be tied up 
until the estate has been closed out. 
This may take a year or longer. Fur- 
thermore, the settling of an estate in- 
volves court costs, attorney’s fees and 
other expenses not incurred in the set- 
tlement of policies. 

“Again, in the case of the estate there 
is always the possibility that someone 
may institute a will contest and either 
delay the settlement or divert the money 
from its intended destination. Finally, 
life insurance payable to a named bene- 
ficiary is in many states free from the 
claims of creditors—an invaluable pro- 
tection to the widow and children.” 


Separation of Protection, 
Investment Is Bothersome 


Mr. Linton pointed out that under an 
ordinary life policy, even leaving divi- 
dends out of account, guaranteeed cash 
value at age 65 is a substantial sum not 
far on the average from one-half the 
face of the policy, and for policies is- 
sued under age 30 is in excess of 55 per- 
cent. He said separation of the invest- 
ment and protection element in the pol- 
icy would involve continual delay and at- 
tention. After the experience of the de- 
pression, he said, the question as to 
relative security of the accumulated 
funds in the hands of the life company 
and in the separate fund handled by the 
individual scarcely would seem neces- 
sary. In this connection he discussed 
the reason why the life insurance record 
was so marvelous in the depression as 
compared with the experience of other 
financial institutions and individuals. 


Premium Income Flow 
Proves Great Strength 


The answer here is two-fold, he said. 
First is the nature of the investment un- 
derlying the life contract and second the 
well maintained flow of premium in- 
come. Life company funds are invested 
primarily for security of principal, this 
meaning there must be a wide margin of 
safety and speculative element reduced 
to a minimum. The investment almost 
always is a direct mortgage upon valu- 
able property with a wide spread be- 
tween amount loaned and conservative 
value. “The investment policy of the 
life insurance companies,” he said, “has 
been magnificently sustained by the test 
to which they have been subjected. 

“The second element that has ac- 
counted for the remarkable record of 
the life insurance company is the regu- 
lar flow of premium and interest income 
that has been maintained throughout the 
depression. If the life insurance con- 
tract involved only a saving it is doubt- 
ful if this remarkable flow of premium 
payment would have been experienced. 


Combining Elements Gives 
Permanency to Program 


“Under stress it is relatively easy to 
give up a mere savings program and 
to divert the money to other uses. It 
was the combination of protection and 
savings feature in the life insurance con- 
tract which caused the premium to be 
paid so faithfully. As the premiums 
were paid, the protection of dependents 
was assured and the savings accumula- 
tion was further increased to be avail- 
able in case of emergencies. 

“This continued flow of premium and 
interest income made it possible to meet 








ALBERT LINTON 
President Provident Mutual Life 


the heavy cash demand made upon the 
company without having to liquidate a 
large quantity of securities under depres- 
sion conditions. Had the companies not 
had this large income and had they 
been forced to sell ther bonds in the de- 
pression market, the story would have 
been a very different one. No matter 
how sound the bond, there were times 
when it was impossible to sell it except 
at a very heavy loss. In fact there were 
times when no bids would be received at 
all where the quantity offered for sale 
was substantial.” 


Record of Life Companies 
in Depression Is Cited 


Mr. Linton said examination of the 
record of life companies operating in 
New York in 1932, the bottom year of 
depression, showed total income from 
premiums and interest on ordinary and 
group business exceeded total payments 
for death claims, matured endowments, 
surrender values, policy loans, running 
expenses and policyholders’ dividends 
by $349,000,000; in 1931 the figure was 
$629,000,000 and in 1933, $496,000,000. 

“In the possession of this sustained 
flow of income, life insurance stood 
unique,” he said. “No other financial 
institution had it to anything like the 
same degree. It enabled the life insur- 
ance companies to meet with relatively 
little difficulty the unprecedented de- 
mand for cash with which they were 
confronted. The flow of premiums from 
the classes of policyholders who still 
had money enabled the companies to 
meet the demands of those who were 
finding that the life insurance cash value 
provided the surest means of obtaining 
emergency cash. 


Linton Finds Institution’s 
Achievement Is Amazing 


“Before the depression we had con- 
cluded from general reasoning and from 
such experience as we had, that the in- 
stitution of life insurance was remark- 
ably well balanced and stable. It re- 
mained for the great depression of 1930 
to confirm the conclusion in an amaz- 
ing manner, 

“From the point of view of the individ- 
ual, the contract right to obtain money 
from his policy in the form either of a 
loan or a surrender value was a god- 
send. The man who had his money in 
a separate investment fund was in an 
entirely different position. When he 
tried to sell he frequently found that 
there were no purchasers except at 
ruinous prices. When he tried to bor- 
row upon his assets he may or may not 
have been able to do so. When he could 
obtain the loan it was frequently for 
but a small fraction of the collateral and 

(CONTINUED ON LAST PAGE) 
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N. Y. Life Wins 
Dividend Action 


Lower Scale to Those with Dis- 
ability Provisions Held No 
Discrimination 


DECISION IS UNANIMOUS 


Company Held Justified in Making Sep- 
arate “Class;” $15,000,000 at 
Stake in Decision 


NEW YORK, July 2—Payment of a 
lower scale of dividends ‘to policyhold- 
ers with disability provisions in their 
contracts than to those lacking such pro- 
yisions violates no statutory or contrac- 
tual obligations, the appellate division 
of the New York supreme court has 


unanimously ruled in deciding the case |. 


of Mrs. Artrude L. W. Rhine vs. New 
York Life. About 1,600,000 New York 
Life policyholders were affected by the 
decision, which, if it had been adverse, 
would have involved payment to them of 
about $15,000,000 in dividends which 
they would have received if the company 
had paid the same scale to policyhold- 
ers having disability in their policies as 
to non-disability policyholders. 

The case was first heard in the ap- 
pellate division, as the facts had been 
agreed upon by both plaintiff and de- 
fendant. The basic contention of plain- 
tiff was that the policy consisted of two 
contracts and two policies, one being 
the usual life insurance policy and the 
other a separate contract for disability 
benefits, and that paying lower than the 
regular dividend scale constituted charg- 
ing more than the extra disability pre- 
mium originally agreed upon. 


Policy a Single Contract 


The court’s opinion, given by Justice 
Dore, held that policyholder’s principal 
contention could not be sustained since 
the policy was a single contract. A 
point which influenced this decision was 
that this part of the contract could not 
be kept-in force if the life insurance 
part of the policy were canceled. ; 

The law governing distribution of divi- 

dends is clear enough. The difficulty in 
the case lay in the fact that there has 
never been an authoritative definition of 
exactly what constitutes one “class” of 
policyholder as distinguished from an- 
other. The law states a company shall 
not make “any discrimination between 
individuals of the same class,” 
_ Justice Dore said that disability pol- 
icyholders could rightly be looked upon 
as being a different class from non-dis- 
ability policyholders, since they contrib- 
uted a lower amount to the surplus from 
which dividends are. distributed. 


Suggested by State Department 


The New York Life was one of the 
first companies to differentiate between 
these two classes in the payment of divi- 
dends. Some other companies, such as 
the Metropolitan Life and the Equitable 
Life of New York, have since adopted 
a similar policy. The course was sug- 
gested by the New York department in 
1930 as a means of distributing more 
equitably the huge-losses from surplus 
occasioned by disability business. These 
Osses, though showing some improve- 
ment in the last two years, have in the 
aggregate amounted to some $371,000,- 
000 for companies operating in New 
York state. 

The department’s suggestion has been 
the subject of widely differing opinion 
among company executives. Some have 
felt that policyholders with the disability 
Provision, at the old inadequate rates 
and with the former liberal provisions 

(CONTINUED ON LAST PAGE) 





| V. R. Smith New President 
| of Canadian Life Officers 














Vv. R. SMITH 


At the annual meeting of the Can- 
adian Life Insurance Officers Associa- 
tion, held in the board room of the Mu- 
tual Life of Canada at Waterloo, Ont., 
the following officers were elected: 
President, V. R. Smith, general man- 
ager Confederation Life; first vice- 
president, G. W. Geddes, general man- 
ager Northern Life of Canada; second 
vice-president, A. N. Mitchell, vice- 
president and general manager Canada 
Life; honorary treasurer, Arthur P. 
Earle, president and managing director 
Montreal Life. 

The next annual meeting of the as- 
sociation will be held in May or June, 
1937, date and place to be fixed later. 





Preliminary Reports on Paid 
Business Until June 30 





Many companies show gains in paid business for the first six months of 1936, 
according to special reports given THe NATIONAL UNDERWRITER, Business in force 
figures in most cases indicate a decided improvement. In all cases the 1936 totals 


are estimates. 


c—New Paid Business—, Change in Ins. in Force—, 


First Six Months 


1936 
Acacia Mutual Life, D. C... ies ox 


American Home, Kan....... 6,98 








American L. & A., Mo....... 1,134,065 
American Life, Mich........ 2,692,385 
MOMMGES IA06, TB cecicccccces 30,700,000 
Confederation Life .......... 22,265,000 
PIOmNatOM LALO? oe on caeweyeuss 8,752,000 
Empire lk. &°A.; FOE 6. sien 1,069,2691 
General American .......... 49,840,000 
®°Great American Life, Tex... 3,622,269 
Great Southern, Tex.......... 16,000,000 
Great Western, Ig......cccee 1,900,000 
Guarantee Mutual, Neb...... 8,417,561 
Imperial Life, N.C. ..cccccecs 1,143,400 
Indianapolis Life .......... 6,146,046 
Kentucky Home Mutual.... 3,044,173 
Liberty Natl, Ala....(Ord.) 4,113,434 
Liberty Natl. Ala..... (Ind.) 12,258,500 
Lincoln Liberty, Neb........ 3,211,534? 
Massachusetts Mutual....... 72,040,000 
Monarch Life .......... -. 1,444,568 
Monument Life, Ind.... ‘a 326,104? 
National Fidelity, Mo....... 939,224 
National Old Line, Ark...... 1,000,000 
North American, Minn...... 1,125,000 
OIG National) 5 «4 0 < ¢o< wees 10,400,000 
Old Republic Credit, Ill..... 5,955,886 
Pan-American Life ......... 8,157,000 
Philadelphia Life ........... 1,915,400 
Policyholders National ..... 1,764,573 
Peoples Life Ind: . .<.< 33.6% 3,950,435 
Pioneer Natl. Life, Kan..... 209,000 
Republic Life, Tex..... wa 

Security Mutual, Neb... ot 
Shenandoah Life ........... 1 
Southern L. & H., Ala...... 8,4 
State Reserve Life, Tex..... 55,811 
Union Mutual Life, Me...... 2,830,000 
Union National Life, Neb.... 1,082,000 
United Fidelity, Tex........ 296,548 
Virginia Life & Cas......... 3,144,000 
5Washington National ...... 20,670,501 


0, , 
Western & Southern (Ind.).. 59,051,000 
Western & Southern (Ord.). 24,000,000 
Western Union, Acct acece 402,790 
Wisconsin Natl. Life........ 2,017,360 


First Six Months_ 


1935 
+$ 1,985,081 


1935 
$18,978,473 
462,847 +170,202 —55,389 


+375,394 —155,478 
2,858,9 +1,255,148 —2,182,254 
28,158,000 +1,634,000 — 8,041,000 
23,335,149 +5,875,000 +6,157,540 
10,500,000 +3,200,000 +3,575,000 
3,6 + 414,266 483,036 
43,474,707 —34,838,000 —978,844 
3,265,003 +1,298,506 +678,798 
14,529, +1,475,000 —1,300,524 
1,718,251 +1,100,000 +996,000 
6,494,860 +3,136,953 —719,704 
1,010,500 +582,237 +503,500 
6,637,912 +1,921,568 +1,522,049 
22,800 + 639,539 —2,731,1 
3,520,022 1,364,248 1,199,116 
12,284,9 2,925,000 2,079,597 
3,057,245 +610,000 +362,810 
65,009,231 +8,111,000 —20,464,699 
1,301,442 +649,640 +182,919 
1,181,876 —787,377 —1,528,543 
RGGEeee - «ss ceenacee .  .baeaddaaa 
1,021,000 +320,000 510,000 
9,811,876 + 450,000 +2,290,141 
4,376,022 +1,279,000 + 2,545,000 
11,538,041 10,0 + 865,094 
2,051,302 —135,902 —1,101,844 
1,460,602 +714,957 +299,731 
3,061,844 +1,124,604 —386,00 
32,500 +109,500 —107,250 
1,298,082 +108,3 —659,698 
2,290,033 + 850,000 +335,481 
12,587,854 +8,000,000 +3,774,982 
aa aae THisten +1668 
, 971 37,32 
leer ees ime Cy 1 esads : 
3 645,000 +435,000 
4,143,487 +689,221 *+-1,361,293 
3,018,00 +633,300 +177,500 
20,242,324 +2,612,265 +3,983,757 
56,586,000 +24,548,000 + 22,860,000 
22,135,000 +10,800,000 +6,404,000 
1,300 + 237,500 +20,000 
2,048,668 +63,022 +150,075 


1Ordinary department only, ee not available. 


Annuities not included. | 
3All figures include annuities. 


+ Rin 25; Ears bestnsss in 1935. 
igures include bo ordinar i stri 
*Exclusive of $9,370,962 acquired by Acme Life merger. icay at 


rdinary only. 








call and a sale results. 


instance: 


come policy. 


Independence Square 





The Extra Dividend 


The persistent user of Direct Mail—and only the 
persistent user—has this experience. 
even a year or two after a piece of advertising ma- 
terial had been sent to a prospect, and the prospect 
had been fruitlessly solicited, the Agent is asked to 
That sale is a Direct Mail 
‘extra dividend’’. Many are reported to every com- 
pany’s Direct Mail Department. 


One of our representatives had Direct Mail con- 
tact last September with a lumberman prospect in 
Oregon, but without result. 
June the prospect, remembering the letter, talked 
about it to his next-door business neighbor, who, 
he found, was a client of the Agent. This resulted 
in the prospect’s calling the Agent by long distance 
phone, several hundred miles away. They met, and 
the lumberman bought a $20,000 Retirement In- 


Direct Mail pays profitable deferred, as well as 
immediate, dividends to him who, obedient to tested 
instructions, persistently uses his Company’s service. 


ar 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


Months or 


Here’s a $20,000 


Early in this year’s 


PHILADELPHIA 





























No Scaling Down on Income 
Tax of Insurance Companies 





Corrected reports on the provisions 
of the new federal tax bill adopted by 
the house and senate conferees and en- 
acted by Congress show that insurance 
companies do not get the benefit of the 
reduction in income taxes to a scale 
ranging from 8 to 15 percent. The in- 
surance companies are subjected to a 
flat 15 percent income tax, with no scal- 
ing down to 8 percent, but are relieved 
of the surtax on undistributed profits, 
running from 7 to 27 percent, which is 
applicable to corporations other than 
banks, trust companies and insurance 
companies, 

It will be remembered that in its first 
form the tax bill abolished the exemp- 
tion of corporations on dividends re- 
ceived from other corporations. As 
finally passed, a corporation in com- 
puting its tax may deduct 85 percent 
of dividends from other corporations. 
This applies to insurance companies as 
well as other corporations. 

Foreign life insurance companies are 
taxable under the life insurance section 
in proportion to the reserves on United 
States business, compared to reserves 
upon all business. Foreign companies 
other than life are taxed on the net in- 
come from sources within the United 
States, after deducting interest on ob- 
ligations of the United States and with 
the credit on dividends from other cor- 
porations. Foreign insurance com- 
panies that do not do any insurance 
business in the United States are taxed 
as other foreign.corporations and not as 
insurance companies, 





Rhodes Sponsors Sales Clinic 


, Walter C. Rhodes, Wisconsin state 
manager Business Men’s Assurance, 
sponsored a two-day sales clinic for the 
field force at Madison, Wis, 
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etropolitan’s July 
advertisement* presents 
a picture in which any 
husband can imagine 
himself. Looking at a 
photograph, he wonders 
what his wife and chil- 
dren will look like ten 
years from now. Can he 
be sure that with or with- 
out him they will have a 


home? 


This is not a new story. It 
is one that every Field- 
Man dramatizes patiently 
and earnestly, day after 
day, for his present and 
future clients. His mission 
in life is to safeguard 


homes. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, Chairman of the Board 


Leroy A. Lincoln, President 


ONE ‘MADISON AVE., NEW YORK, N. Y. 





Texas to Stage a Vigorous 
Fight for National Meeting 





ELECT STRONG PRESIDENT 





O. Sam Cummings Endorsed for Na- 
tional Vice-president—Lively Conven- 
tion Held at Fort Worth 





The election of Ricks Strong, Dallas 
general agent of the General American 
Life, as president, concluded the Texas 
Association of Life Underwriters out- 
standing annual convention in Fort 
Worth. 

Both the managers and the convention 
endorsed the candidacy of O. Sam Cum- 
mings, Texas manager Kansas City 
Life, for vice-president of the National 
association, thus furthering the move- 
ment started by the Dallas association 
and managers. The Texas association 
also voted to continue a vigorous fight 
to obtain the 1937 convention of the 
National Association of Life Underwrit- 
ers for Houston and voted to cooperate 
fully with the Houston committee t 
this end. . 

Vice-Presidents Elected 


Five vice-presidents were elected to 
assist President Strong as follows: C. C. 
Burnett, Franklin Life, Waco; B. 
Cantrell, Great Southern Life, Austin; 
J. J. Grantham, Southwestern, Houston; 
J. B. Baumann, Pacific Mutual, Fort 
Worth, and B. A. Wiedermann, Union 
Central Life, San Antonio. The secre- 
tary-treasurer will be named by the 
president. Mr. Strong succeeds Col. H. 
Kenneth Cassidy, general agent Pacific 
Mutual Life, Houston, who did an ex- 
cellent job as presiding officer. San An- 
tonio was unanimously selected for the 
1937 convention city. 

Mr. Baumann was chairman of the an- 
nual managers’ and general agents’ con- 
ference, which was held the day preced- 
ing the underwriters’ convention. 

The convention adopted one outstand- 
ing resolution. The Texas legislature 
was asked to amend the laws on guar- 
dianship so as to permit the continuance 
of insurance already in force at the time 
of the establishment of the guardianship 
and also to permit the purchase of addi- 
tional life insurance if the need for it be 
indicated. The Texas laws now do not 
permit the use of any guardianship 
funds for the payment of life insurance 
either that which is in force or to permit 
new insurance. 

The managers’ and general agents’ 
conferences have been so successful to 
date, that it was decided to effect a for- 
mal organization of managers and gen- 
eral agents as an adjunct to the Texas 
association and an executive committee 





of five was authorized to propose forma] 
rules and by-laws at the 1937 convention. 
The committee is composed of O. P. 
Schnabel, Jefferson Standard, San An- 
tonio, chairman; J. S. Smith, Aetna Life, 
Houston; Barney Shields, Great Na- 
tional, Dallas; B. T. Cantrell, Great 
Southern, Austin; and J. B. Baumann, 
Pacific Mutual, Fort Worth. 

Mr. Cummings, who has just com- 
pleted an extensive tour for the National 
association and has covered 15,000 miles 
since March 1, discussed “The Associa- 
tion Movement.” Commissioner R. L. 
Daniel, chairman of the Texas board of 
insurance commissioners, in reporting on 
the progress made in enforcing the new 
life licensing law, challenged the com- 
panies not to employ any manasa sales- 
man who is not worthy. He said that 
the enforcement problem of the state de- 
partment would be greatly simplified if 
the companies and managers would 
strive to keep things clean in the agency 
ranks. 

Fewer Agents Licensed 

The insurance department has licensed 
8,000 agents this year as compared to 
13,000 last year, and has collected more 
than $21,000 in fees. He warned the 
representatives of non-Texas companies 
that they must qualify. under the retalia- 
tory laws, where the license fee charged 
in the home states of their companies 
is greater than that charged in Texas. 

President Cassidy announced a whirl- 
wind finish drive for new members to 
be staged by all local associations in an 
effort to push the membership to a new 
high or more than 1,139 reported on 
June 30, last year. The Houston asso- 
ciation enrolled 50 new members in one 
day and pushed its total membership 
from 121 to 228 on the day of the state 
meeting. 

Day Gives Talk 


Carroll C. Day spoke to the Leaders’ 
Round Table. Certificates of merit were 
presented to a large number of the lead- 
ers. Response for the leaders was made 
by Alva Carlton, Great Southern Life, 
Houston, secretary-treasurer of the 
Texas association and the prime mover 
in the organization of the round table. 
R. E. Lee, vice-president and agency di- 
rector of the Southwestern Life, was 
awarded a handsome trophy by Presi- 
dent Cassidy for having qualified the 
largest number of leaders, 17. 

Speakers on the association program 
included Miles Abell, Southwestern Life, 
Houston; C. C. Burnett, Franklin Life, 
Waco; D. C. Bintliff, American National, 
Houston; Miss Hazel Roberts, Pacific 
Mutual, Dallas; H. V. Jackson, North- 
western National, Houston; Barney 
Shields, Great National, Dallas, and H. 
R. Smith, Jefferson Standard, Houston. 

The high spot of the managers’ pro- 
gram was a discussion of the Robertson 
insurance law by R. B. Cousins, Jr., 

(CONTINUED ON PAGE 18) 








THE WEEK IN INSURANCE 





Pacific Mutual Life announces discon- 
tinuance of disability income clause as 
of July 31. Pagel 

* * * 

Northwestern National Life revises all 
policy forms and increases rate_ scale 
moderately on azerese. Pagel 


John A. Stevenson, manager of the 
home office general agency of the Penn 
Mutual, has been elected executive vice- 
president. Pagel 

* * * 

Equitable Life of New York wins right 
in case before New York appellate divi- 
sion to consider moral hazard as well as 
health factors on reinstatement applica- 
tions. Pagel 

* * * 

M. Albert Linton, president Provident 
Mutual Life and noted actuary, reports 
at Montgomery, Ala., meeting of Ala- 
bama Association of Life Underwriters, 
on study similar to one of 1927, showing 
investment fund in life policies now 
earning 4.35 percent compounded. 

Page 2 


* * * 

Outline of activities for the week of 
the convention of the National Associa- 
tion of Life Underwriters is given by 
Program Chairman W. M. Duff of Pitts- 
burgh. Page 7 

* *k * 

Alabama Association of Life Under- 
writers holds annual sales congress in 
Montgomery. oer ae ~ Page 17 





Texas Association of Life Underwriters 
holds annual convention. O. Sam Cum- 
mings strongly backed for National 
association vice-president. To make vig- 
orous fight for 1937 National convention. 


* * * 


Modern Woodmen and Insurance Di- 
rector Palmer of Illinois deny charges 
of Superintendent O’Malley of Missouri 
that society’s liabilities exeeed assets by 
more than $8,000,000; declare it is sol- 
vent. ale se Page 6 


Iowa department recommends that bid 
of Central Life, Des Moines, for rein- 
surance of Union Mutual Life of Iowa be 
accepted. Page 6 

* * * 

Home ownership survey by Northwest- 
ern National Life reveals interesting 
facts. ‘erie Page 6 


Colorado Association of Life Under- 
writers out after 1937 National meeting. 
—_ Page 18 

* 


Superintendent O’Malley of Missouri 
makes vitrolic attack on Director Palmer 
of Illinois owing to the latter’s support 
of the Modern Woodmen. Page 6 

* * * 

New York Life wins important case 
involving dividend distributions on life 
insurance policies including disability 
clause. Page 
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PAGES FROM THE DIARY OF A MODERN 





FRIDAY 


Learning to use the word "career" more 


often has made my recruiting job easier. 
s and jobless 


LNZDV 1WHYANAS 


No more interviewing drifter 
minated as just "agents." 


| who are always no 
By 


That tip fromC. C. F.* was a dandy. 


leaving the booklet "A Career or a Job" with 


business men to read, they nearly always 





Got four names today of young 


i come thru. 
ofession. 


men who would be a credit to any pr 


center 


RECRUITING 
TRAINING 


PROSPECTING 
SUPERVISING 


PRESTIGE BUILDING 
EDUCATING 


CLIENT BUILDING 


Talk about a job as agent, and a 


of influence thinks of all the misfits 


who call on him. Talk about Career Under= 


| 
writing through Planned Estates, and he 
to rec= 





goes out of his way to nominate, 
i ommend, and actually urge the kind of man 


| I want to enter the business. 


Glad I've got Careers to sell. 

















WOULD YOU LIKE A COPY OF THE BOOKLET AS USED ? 
WRITE *C. C. FULTON, JR., Agency Vice President 


Ethelb 
ert Ide Low, Chairman of the Board 
2 ard | 


James A, Fulton, 


President 
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the money jon has been worked 
for protection Nate, nom yeae 
prema- ‘cffering al porns ern ih force. 
father, when taken Tren , with Over ed to see how 
Mi erels trom is ile ar ch ie You wil Be se oder 
Yeaving otect ‘ 
has thew! Me en chou Freurance lets You five Yo 
And it’s bin perc often it cam at ae vids ead of inal 
st toms, enctsgh—-eannok Fey For an inter te Multiple 
rot shiy bills till che children the advantages of son. No obli 
Tait and. able 0 : Plast, send the cone 
When it doesn’t 8 mot tert mae ee 
during years SO : ‘ g UKION CENTRAL uF |g 
to have ~ vanadate which none bicreny Ora orig Om 
ed none, what : Cincinnati ON i 
nee at work ge Ss ‘ars. Vleane wat, wichout obey ae 
(A full page advertisement in July 20th issue of TIME) 


“THAT WON’T HAPPEN 
TO MY YOUNGSTERS” 


. . . is the resolution that every am- 
bitious father makes when he sees this 
powerful illustration and headline. 

When he reads the ,copy he finds in 
the Multiple Protection Plan the way to 
answer his problem. Perhaps he sends 
the coupon for further information; hun- 
dreds do every month. But whether he 
does or not the Union Central idea re- 
mains in his mind. And when the Union 
Central representative calls he finds a 
ready welcome—an interest already cre- 
ated in Multiple Protection, often a sale 
on first call. 


THE 


UNION CENTRAL LIFE 


Insurance Company 


CINCINNATI, OHIO 








Central Life Bid for Union 
Mutual of Iowa Is Favored 





DEPARTMENT RECOMMENDS IT 





Reasons for Acceptance of Its Proposal 
as Against Other Offers Filed Set 
Forth in Analysis 





DES MOINES, July 2.—The Iowa 
department, through Maurice V. Pew, 
deputy commissioner, filed with the Polk 
county district court a recommendation 
that the Union Mutual Life of Des 
Moines, now in receivership, be rein- 
sured with Central Life of Iowa. 

The filing of the recommendation 
‘brought a sharp protest from an undis- 
closed objector that the Central Life 
proposed to guarantee in advance certain 
dividends to several classes of policy- 
holders in the Union Mutual Life that 
it did not guarantee to its own policy- 
holders, and that this was discrimina- 
tory, and therefore illegal under the state 
law, Announcement of the protest came 
from Attorney-general O’Connor, who 
had appeared in the receivership action 
as counsel for the receiver, Commis- 
sioner Murphy. 


Department’s Recommendation 


Reasons given for the recommenda- 
tion appear in the analysis of the depart- 
ment as follows: 

“Proposal of the Central Life of Des 
Moines: 

“This is a mutual company with a sur- 
plus of $3,175,956 and total assets of 
$39,915,018. Its plan like the others pre- 
sented places its assets behind the Union 
Mutual policies to eliminate the chance 
of impairment and, in addition, is the 
only one which at the same time provides 
for full participation in any surplus that 
may at present exist or may be devel- 
oped out of the present assets or future 
earnings of the business. 

“Tt appears assured that policyholders 
would receive more in dividends under 
this plan of continuing the policies in a 
mutual company than they would benefit 
by any proposed rate reductions or par- 
tial participation under the non-partici- 
pating plans proposed. } 

“In view of this company’s location in 
Des Moines and the known ability of the 
management, your receiver feels that it 
is qualified to administer this business 
the most efficiently and economically, 
and inasmuch as under its plan the pol- 
icyholders will obtain the full financial 
benefit of such administration, its accept- 
ance seems clearly the most desirable.” 


Other Bids Analyzed 


Bids of the other companies offering 
plans of reinsurance or rehabilitation of 
Union Mutual Life Company were dis- 
posed of in the recommendation by thé 
following analysis: 

1. Proposal for forming of new com- 
pany by group of Des Moines business 
men: 

“The interest displayed by the local 
‘business men who caused the formula- 
tion of this proposal is commendable, yet 
it seems that its merits from the con- 
sideration of the benefits to the policy- 
holders do not stand the test of com- 
parison. This plan, contemplating the 
formation of a new company from the 
assets of the old, would provide only 
new management, and under certain con- 
ditions a limited amount of contribu- 
tion.” 

2. Proposal of the Life Insurance 
Company of Detroit: 

“This company is a stock company 
newly organized under the laws of Mich- 
igan with a combined capital and surplus 
of $300,000. Its plan would place the 
policyholders on a non-participating rate 
with some rate reduction and a limited 
participation in possible profits for a 
time. In the opinion of your receiver 


the merits of its plan likewise fail to 
stand the test of comparison.” 

.3. Proposal of the Occidental Life of 
California: 

“This company is a -stock company 
domiciled at Los Angeles, Cal., with a 











C.L.U. NEWS 


Miss Loomis Is President 


of Boston C. L. U. Chapter 








Miss Corinne V. Loomis, associate 
general agent in the Paul F. Clark 
agency of the John Hancock, was elected 
the first woman president of the Boston 
C. L. U. chapter. A native of Mexico, 
N. Y., and graduate of Mt. Holyoke in 
1911, Miss*Loomis entered life insurance 
in 1918 as manager of the woman’s di- 
vision of the Boston agency of the Penn 
Mutual. In 1924 she joined the Clark 
agency as manager of the woman’s di- 
vision and was made a member of the 
firm in 1931, later becoming associate 
general agent. She was the first New 
England woman to receive the C. L. U. 
degree. She is chairman of the Wom- 
en’s Quarter Million Dollar Round Table 
at the coming convention of the Na- 
tional Association of Life Underwriters 
in Boston. Other officers elected by the 
Boston chapter were: Secretary, John 
Fitzpatrick, Mutual Life of New York; 
treasurer, M. L. Buchanan, Massachu- 
setts Mutual Life. 

x * * 
LOS ANGELES EXAMINATION LIST 


Harold W. Dougher, president Los 
Angeles C. L. U. chapter, reports that 
39 applicants took the C. L. U. examina- 
tions in Los Angeles, under the auspices 
of the University of Southern California. 
Of this number 18 can qualify for the 
designation this year, provided they are 
successful in passing their examinations. 

Dr. S. S. Huebner, president Amer- 
ican College of Life Underwriters, will 
speak Aug. 18 at a joint meeting with 
the local association of life underwriters. 

1 ie 
PORTLAND C. L. U. ELECTION 


Noel A. Dew of the John Hancock 
Mutual Life was elected president of 
the Portland, Ore, C. L. U. Spencer 
Greatwood, Prudential, is vice-presi- 
dent; Thomas Stoughton, Phoenix Mu- 
tual, secretary; and A. M. Sherwood, 
Penn Mutual, treasurer. 








combined capital and surplus of $2,340,- 
504 and admitted assets of $26,666,736. 
Its plan would place the policyholders on 
a permanently non-participating basis 
with rate reductions represented to 
amount to a total of approximately 
$20,000 annually. It is your receiver's 
opinion that this plan is clearly not as 
desirable as the one recommended.” 

In making known the protest that had 
been placed with him, Attorney-general 
O’Connor intimated that he had not been 
recently consulted in the proceedings of 
the receivership, and expressed surprise 
that the department should have filed a 
recommendation as a formal part of the 
proceedings without informing him. 

This flareup brought no comment 
from Deputy Commissioner Pew, who 
indicated that the recommendation 
would not be withdrawn. District Judge 
Jordan, who has the reinsurance pro- 
posals under study, said he would con- 
fer with Mr. O’Connor before announc- 
ing a decision. 


Hartford Trust Council Elects 


The recently formed Hartford Life In- 
surance & Trust Council has elected W. 
C. Fenniman Phoenix Mutual, president; 
W. W. House, New England Mutual, 
vice-president; W. S. Pratt, Northwest- 
ern Mutual, secretary, and C. S. Hol- 
comb, First National Bank, treasurer. 





Insurance Men on Detroit Tour 
DETROIT, July 2—All branches of 


insurance were well represented on the 
annual Great Lakes cruise of the Detroit 
board of commerce. Life men on the 
cruise were L. C. Hatcher and P. C. 
Sweeny, Northwestern Mutual, Robert 
Boyer and Carroll Jones, Prudential; 
J. H. Cookerly, Continental Assurance. 
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Boom Started 











ERNEST W. OWEN 


The Qualified Life Underwriters of 
Detroit. have adopted a resolution me- 
morializing the nominating committee 
to present the name of Ernest W. Owen 
for election as a trustee of the National 
Association of Life Underwriters at the 
annual meeting in Boston. Mr. Owen, 
who is manager of the Sun Life in De- 
troit, has been one of the important fac- 
tors in the National association for 
years. He served as secretary in 1929 
and again in 1933 and was _ national 
trustee from 1934-35. He was general 
chairman of the National convention at 
Detroit in 1928, he is a past president 
of the Detroit association, and the Life 
Managers & General Agents Associa- 
tion. He was the first president of the 
Michigan state association and was na- 
tional executive committeeman for 15 
years. : 

Mr. Owen has done much for the 
cause on his various speaking trips and 
is most popular personally. 








“Ad” Conference Will Hold 
Annual Meeting Sept. 13-16 





At a meeting in New York of the ex- 
ecutive committee of the Insurance Ad- 
vertising Conference, the Westchester 
Biltmore Country Club was selected for 
the annual meeting, Sept. 13-16. 

There will be an informal meeting 
Sunday night, Sept. 13. The first ses- 
sion will be held Monday morning, with 
a dinner scheduled for Monday night. 
Tuesday morning there will be a gen- 
eral session, followed by group meet- 
ings, one for life company members 
with A. A. Fisk, Prudential, as chair- 
man, and the other for fire and casualty 
companies under the leadership of Ray 
C. Dreher of the Boston. The banquet 
will be held Tuesday night. 

The business session will take place 
Wednesday morning, when officers will 
be elected. 

The program committee includes D. 
C. Gibson, Maryland Casualty; W. L. 
Lewis, Agricultural, and H. E. Taylor, 
American of Newark. 


Maurice E. Benson, attorney of the 
American Life Convention, Chicago, 
who prepares the monthly digest of le- 
gal decisions, is in a hosnital there re- 
covering from a foot infection. 











WANTED 





agency A seasoned mid-west- 
‘i> mpany pening with su a 

Prospects right man. Letters - 
quiry should All com- 
munications will i 


Outline of Activities for 
Boston Convention Is Given 


BUSY WEEK IS ARRANGED 


First Main Session of National Associa- 
tion of Life Underwriters to Be 
Held Tuesday Evening 


The outline of activities for the con- 
vention of the National Association of 
Life Underwriters in Boston Sept. 21-25 
is announced by W. M. Duff of Pitts- 
burgh, head of the program committee. 

On Monday, Sept. 21, there will be an 
all-day meeting of the national council. 
In the evening will be held a conference 
session on local association problems 
at which five local association leaders 
will discuss general administration, mem- 
bership, programs, publicity, and elec- 
tion of officers of local associations. 


Tuesday Busy Day 


On Tuesday the general agents and 
managers will hold an all-day session, 
the Million Dollar Round Table will 
meet at breakfast and continue through- 
out the day, and the women agents will 
hold three group meetings. 

The general agents’ and managers’ 
session will meet in the morning and 
again in the afternoon, with a recess for 
a buffet luncheon. Ralph G. Engels- 
man, general agent Penn Mutual in New 
York, is program chairman, 

he women agents will meet in morn- 
ing and afternoon. A feature will be the 
women’s quarter million dollar round ta- 
ble. The women’s program is in charge 
of Sophia W. Bliven, Penn Mutual, 
Philadelphia, and Miss Corinne Loomis, 
manager John Hancock Mutual, Boston, 
will preside at the quarter million table. 

Harry T. Wright, Equitable Life of 
New York, Chicago, chairman million 
dollar round table, will preside at the 
sessions of that group. 


Main Convention Opening 


The main convention will open on 
Tuesday evening in the Hotel Statler 
and will resume its sessions on Wednes- 
day, Thursday and Friday mornings un- 
til noon. 

Several meetings are scheduled for 
Wednesday afternoon. At noon there 
will be a luncheon for supervisors. The 
afternoon will be given over to three 
seminar sessions similar to those which 
made a hit at the Des Moines conven- 
tion last year. The subjects are “Estate 
Conservation,’ “Programming” an d 
“Volume Through Many Applications.” 
Later in the afternoon the national 
council will meet again to nominate the 
national officers for 1937 and select the 
1937 convention city. In the evening 
will be held the annual meeting of the 
National Chapter of Chartered Life Un- 
derwriters which will be followed by the 
chapter dinner. The day’s activities will 
close with a reception and dance in 
honor of President and Mrs. Schriver. 
Thursday afternoon and evening will 
be given over entirely to entertainment 
to be arranged by the New England 
associations and the convention will ad- 
journ at the close of the Friday morning 
session. 


Can’t Draft Trust Agreements 


DENVER, July 2.—Banks and their 
trust officers are prohibited from draft- 
ing life insurance trust agreements, 
which is held to. be practice of law, by 
the Colorado supreme court. “ ‘Practic- 
ing law,’ forbidden to persons not 
thereto duly licensed, is not limited to 
practice before courts,” the supreme 
court ruled. “Corporations shall not 
practice law. The practice of drafting 
wills, living trust indentures and life in- 
surance trust agreements is practice of 
law, and counsel for the executors and 
trustees named therein may not act as 
counsel for the testators or creators.” 


Preparations are now béing made for 
the annual agents’ convention of the 





THE LINCOLN NATIONAL LIFE 
PROVIDES ITS FIELD MEN WITH: 


DIRECT MAIL 
LETTERS 


Pithy, attention-getting letters on all of the Com- 
pany’s popular insurance plans are available to 
LNL field men without cost. The letters of this 
direct mail service are typewritten and personally 
signed. Letterheads are illustrated in color with 


designs appropriate to the subject matter. 


THE LINCOLN NATIONAL 
LIFE INSURANCE 
COMPANY 


FORT WAYNE, INDIANA 


Operates in 35 States and the District of Columbia 
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Columbus Mutual Life to be held at the 
head office, Aug. 20-21, 
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Palmer, Modern Woodmen 
Deny Missouri Audit Charge 


SOCIETY DECLARED SOLVENT 





Fraternal’s Executive Council Claims 
O’Malley Motivated by Spite 
and Desire for Revenge 





The executive council of the Modern 
Woodmen disseminated a printed state- 
ment regarding “attack” of Superintend- 
ent O’Malley of Missouri in an examina- 
tion report, claiming it was uncalled for, 
unjustified and not at all supported by 
facts. The Missouri audit was declared 
to be a “spite examination,” contrary to 
the custom of state insurance depart- 
ments. Some eight examiners were as- 
signed to the task and the examination, 
it was said, “dragged out” for eight 
months, costing the society about 
$20,000, whereas regular convention ex- 
aminations were said to cost only about 
$8,000. 


Seciety Charges Misstatement 


_ With filing of the report by O’Malley, 
it was said, he rushed into the press 
with criticism of the society, saying his 
code bill which was killed would have 
tightened the state’s regulation of fra- 
ternal insurance, but that this was a mis- 
statement of facts, for all that was 
sought was a bill to do away entirely 
with fraternal insurance of Missouri 
which would have driven fraternals from 
the state and jeopardized insurance of 
hundreds of thousands of certificate 
holders and beneficiaries. 

The Modern Woodmen’s statement 
was that because the officers and. mem- 
bers cooperated with other fraternals 
in defeating the code bill, Mr. O’Malley 
“evidently now seeks revenge and at- 
tempts to crucify those who dared to 
oppose him.” It was stated the true 
facts were filed in an answer to Mr. 
O’Malley and all his criticism refuted, 
but he stated he had not read the report 
nor the society’s answers. 


Excerpts from Statement 


Mr. O’Malley’s report and his state- 
ment to the press were characterized as 
being not only based on the wrong mo- 
tive, but untrue and unfair. “The Mod- 
ern Woodmen of America is in sound 
condition financially and actuarily,” the 
fraternal’s statement continued. “Its as- 
sets exceed all of its liabilities, includ- 
ing all the obligations in its certificates 
issued to its members, by over $3,000,- 
000. The portfolio of its investments is 
not surpassed by any institution in the 
country and is equaled by very few. For 
Mr. O’Malley to say or to induce people 
to even think that the Modern Woodmen 
of America is not in excellent financial 
condition is the height of absurdity. 


See Unfriendly Attitude 


. “The attitude taken by Mr. O'Malley 
is that of being unfriendly to fraternals, 
first by introducing an insurance code 
that would have put them out of busi- 
ness, and last by using Modern Wood- 
men of America as a smoke screen back 
of which his efforts to destroy the fra- 
ternal system are put into action. He 
entirely disregards the fact that the Mod- 
ern Woodmen of America and practi- 
cally every fraternal society is now on 
an adequate basis of financial operation, 
and many of the societies, including 
Modern Woodmen of America, took 
such steps as insured their financial solv- 
ency at the insistence of state insur- 
ance departments long before Mr. 
O’Malley’s tenure of office. 


Claim O’Malley Peeved 


“Apparently he is not content to al- 
low the fraternals to operate under laws 
that have ‘been especially devised for 
them and for the protection of their 
members, which laws have been the re- 
sult of many years of experience. With 
one fell swoop he would wipe out all 
such laws. It is apparent that notwith- 
Standing the good name and the sound 
financial condition of the societies and 








Executive Vice-President 


of the Penn Mutual Life 














JOHN A. STEVENSON 


John A. Stevenson, head of the home 
office general agency of the Penn Mu- 
tual Life, who becomes its executive 
vice-president, is widely known as an 
educator and life insurance manager. He 
is the author of a number of books on 
life insurance. He has appeared before 
many insurance gatherings as a speaker. 








the fact that they are extending protec- 
tion to the homes of millions of people, 
he would welcome their destruction and 
thus get revenge for his peeve on ac- 
count of his program in the Missouri 
legislature having been so overwhelm- 
ingly defeated. 

“Members of Modern Woodmen of 
America may be assured that the society 
is in excellent financial condition. It 
has an unsurpassed record in prompt 
and full payment of all just claims. Its 
rate problems were settled in 1929. 


No Assessment Needed 


“We affirm that no special assessment 
will be or need be levied; that no raise 
in the society’s level rate will be made, 
and that death claims are and will be 
promptly paid. Its financial structure is 
sgund, and no statement to the con- 
trary has any justification in law, in fact, 
or even in theory.” 

The society reproduced a letter from 
Director Palmer of Illinois, prepared to 
be used in replying to inquiries from 
certificate holders. This stated that the 
Missouri department’s method of com- 
puting solvency was not in conformity 
with rulings of the Illinois department 
under whose direct supervision the Mod- 
ern Woodmen operates, and that the so- 
ciety was fully justified in the method 
which it adopted regardless of the Mis- 
souri department’s position in insisting 
on. an entirely different method of com- 
puting solvency. He said reserve lia- 
bilities were computed by Missouri 
greatly in excess of the figure deter- 
mined by the Illinois department. 


Valuations Have Increased 


Mr. Palmer said, “The society is 100 
percent solvent, and is well able to meet 
and is meeting its obligations to its pol- 
icyholders.” He pointed out that since 
June 30, 1935, the Modern Woodmen has 
experienced a material improvement in 
the market value of its bonds and its 
other investments have enhanced in 
value.” The Missouri examiners wrote 
off about $200,000 in value of bonds, but 
Mr. Palmer said, inquiry of a Chicago 
bank showed actual market value is $3,- 
000,000 greater than allowed in the Mis- 
souri report. Actual value of real es- 
tate held similarly was found in excess 
of the Missouri valuation. Mr. Palmer 


said a convention examination is more 
likely to reflect true condition as it has 





Most Buy Homes as Better 
Place to Bring Up Children 


———s 


INVESTMENT MINOR FACTOR 





Interesting Angles Brought Out in Pol- 
icyholder Survey Made by North- 
western National Life 





MINNEAPOLIS, July 2.—Out of 
every 100 American home owners, 50 
buy their first house “to have a better 
place to bring up the children.” The 
next greatest motive which impels the 
average couple to purchase a house is 
just the sentimental longing “for a home 
of our own.” Investment runs a very 
poor third as a reason for home owner- 
ship, according to a study just com- 
oy by the Northwestern National 

ife. 

The questionnaire, which went to 20,- 
000 of the company’s policyholder fami- 
lies in 30 states, revealed that the aver- 
age American couple buy their first home 
when they have been married five years; 
when the husband is 32 and the wife is 
29. The average price paid by the fami- 
lies reporting in the survey was $4,899, 
almost exactly two years’ salary, for the 
average annual income reported by these 
home owners was $2,452. 


Few Built New Homes 


New homes were built by 31 percent 
of the families, while 69 percent pur- 
chased older houses. There were chil- 
dren in 61 percent of the families at the 
time of the purchase of their first home, 
while 39 percent of the original home 
buyers were childless. 

Slightly more than one-fourth—26 
percent—of the families had at the time 
of reporting bought other homes since 
their original purchase. The average 
price paid for the second home was 
$5,914—almost exactly $1,000 more than 
the price of the first. But more than 
half—58 percent—are still living in the 
homes originally purchased, while 16 
percent have forsaken home ownership 
and are now living in rented quarters. 

By far the most frequent reason given 
for relinquishing ownership was moving 
to another city. The next most preva- 
lent reason was to secure a larger and 
better house, while financial reverses 
were found to have caused approximately 
one-fourth of the losses of home owner- 
ship among policyholder families. 

Exactly 49.9 percent of the families 
reporting gave “a better place to bring 
up children” as the prime reason for 
the purchase of their first home, while 
47 percent listed “tired of moving 
around,’ “We wanted a _ permanent 
home,” or similar closely related rea- 
sons, including 17 percent who could 
name no other motive than “just to have 
a home of our own.” The investment 
angle was mentioned by 32 percent as 
one of their reasons; only 6 percent 
acted on the advice of parents or others. 








the advantage of combined judgment of 
several insurance departments. For this 
reason, Mr. Palmer stated he would not 
accept the results of the Missouri audit. 





O’MALLEY’S TART REPLY 











JEFFERSON CITY, MO., July 2.— 
Back from the Democratic national con- 
vention at Philadelphia, Superintendent 
O’Malley of Missouri lost no time in 
paying his respects to Insurance Di- 
rector Palmer of Illinois for his oppo- 
sition to the conclusions reached in the 
Missouri department’s report of its ex- 
amination into the affairs of the Mod- 
ern Woodmen of Rock Island, IIl. 

Director Palmer in a letter which was 
contained in a statement sent to mem- 
bers and officers of the Woodmen by 
the executive council said that it was 
100 percent solvent and was justified in 
the method it adopted in figuring its 
reserves, etc., “regardless of the posi- 
tion taken by the Missouri department 











United Benefit Reports 
Strangest Name on File 





The United Benefit Life reports 
the strangest name it has ever 
handled on a policy as beneficiary. 
The policy was recently written 
on.one John Doe, who gave his 
wifé as beneficiary and wrote her 
name thus: “1880 Doe.” The com- 
pany wrote the policyholder for 
the complete spelling of his wife’s 
name and in the meantime issued 
the policy with the wife’s name 
spelled, “Eighteen Eighty.” 

Mr. Doe lost no time informing 
the company that he would not 
accept the policy unless they 
spelled his wife’s name correctly, 
which he stated was simply “1880 
Doe,” and not written out. 








New England Mutual Opens 
Fourth Agency at Boston 


The New England Mutual Life has 
appointed R. W. Partridge manager of 
a new office at 140 Congress St., Bos- 
ton, to be known as the Congress Street 
agency, the fourth in the city. The 
others are Moore & Summers, 97 Milk 
Street; A. H. Curtis & Co., 80 Federal 
Street, and V. W. Kenney, 178 Tre- 
mont Ctreet. 

Mr. Partridge was born in Hingham 
in 1901, and attended the Noble & 
Greenough School and Brown Uni- 
versity. For several years he has writ- 
ten a large volume of. business as well 
as to develop agency material. He is 
secretary Supervisors Club. of Boston. 
Since early last year Mr. Partridge has 
been manager at the same location of a 
branch office of the Curtis Agency. 











in adopting an entirely different method 
of computing solvency.” 

O’Malley’s reply to this sebuke was 
pointedly pungent. A typical O’Malley 
reply. It charged Palmer with approv- 
ing the fraternal “because it was an IIli- 
nois concern and bringing sucker money 
into his state.” 

He added: “Palmer knows as well as 
I do that his own aides refused to ap- 
prove the Woodmen’s methods when 
we were holding hearings on them.” 

O’Malley also announced that he had 
attempted to get in touch with F. M. 
McDavid of Springfield, Mo., a director 
of the Modern Woodmen, to demand 
that he retract a statement credited to 
him to the effect that O’Malley had 
approved certain Kansas City real 
estate transactions of the Modern 
Woodmen, 

The peppery superintendent also paid 
his respects to M. R. Smith of Kansas 
City, national director of drill teams, 
who handled the publicity for Woodmen 
in the Kansas City sector. “I have never 
heard of Maurice Smith,” O’Malley 
said, “but it looks to me like the direc- 
tors have had him release a statement 
which they would not dare make them- 
selves.” 


ST. LOUIS BROKERS OFFER SUPPORT 


ST. LOUIS, July 2—The St. Louis 
Association of Insurance Brokers, com- 
posed of some 1,200 insurance brokers 
of St. Louis and St. Louis county, in a 
letter sent to Superintendent O’Malley 
pledged to support him in the effort to 
secure stricter regulations for fraternals. 
The board of governors took this action 
by resolution, a copy of which was sent 
to O’Malley. 


J. S. Myrick’s Record 


The J. S. Myrick agency of the Mu- 
tual Life of New York in New York 
City paid for $2,713,510 in June as 
against $1,911,164.last June and for $12,- 
229,713 for. the first half year as against 
$16,879,740 for the same- period last 
year. 
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Silver Jubilee 











N. J. FREY 


On June 19 N. J. Frey, president Wis- 
consin Life, completed 25 years of serv- 
ice with the company. Recognition of 
this silver anniversary came from his 
office associates, the agency force, pol- 
icyholders and officers of other com- 
panies in the form of many wires and 
letters of congratulations as well as per- 
sonal visits and telephone calls. 

Mr. Frey joined the company in June, 
1911, as secretary and manager, having 
previously been connected with the Wis- 
consin insurance department. In Janu- 
ary, 1922, he was elected president in 
recognition of the splendid progress 
made by the company during his admin- 
istration. 

When Mr. Frey took over the man- 
agement of the Wisconsin Life in 1911 
the office force consisted of two em- 
ployes housed in small rented quarters 
with meager office equipment. The 
agency force was inactive and practic- 
ally non-existent. Today the company 
owns its own home office building, a 
three-story building 66 x 120, located on 
the best corner of the Capitol square at 
Madison, Wis. Recent remodeling has 
provided an entirely modern office lay- 
out which is not excelled by anything in 
the city. 

Under Mr. Frey’s administration the 
company has made a sound and steady 
growth and now operates in four states 
with an agency force of 150. 


Jackson in Cincinnati Post 


for Massachusetts Mutual 





The Massachusetts Mutual has ap- 
pointed Irl B. B. Jackson as Cincinnati 
general agent succeeding L. C. Witten, 
who has resigned due to ill health. Mr. 
Jackson has been Cincinnati associate 
general agent over a year. Under Mr. 
Witten’s direction the Cincinnati agency 
grew from $1,000,000 in force in 1916 to 
$40,000,000 in 1934. Mr. Jackson before 
going to Cincinnati was with the 
Equitable Life of New York as assist- 
ant agency manager in St. Louis. He 
Started with that company in 1923 at 
Columbia, where he had been in the 
retail mercantile business, as district 
manager with the A. M. Embry Agency. 

son, W. B. Jackson, also represents 
the Massachusetts Mutual in Cincinnati. 

he Cincinnati agency includes south- 
ern Ohio. Mr. Witten has been ill since 
May, 1934, 


Decision on Disability 

An assured who works. and receives 
compensation therefor during a period of 
alleged total and continuous disability 
does not necessarily lose the right to 
disability payments, a New York City 
municipal court jury decided in the case 
of Philip Levenson vs. Manhattan Life. 





Hot Fight in Washington 
for Commissionership Seen 





SEATTLE, July 2—J. O. Rummens, 
many years chief deputy insurance com- 
missioner of Washington under the late 
H. O. Fishback, has announced his can- 
didacy for commissioner on the Repub- 
lican ticket. He will enter the lists 
against C. B. White, Seattle local agent 
and past president of the Insurance 
Agents League of Washington, who got 
an early start in the race when he an- 
nounced his candidacy two months ago. 

The contest will very likely develop 
into a hot fight between Rummens and 
White, with the winner facing the in- 
cumbent, W. A. Sullivan, in the run-off 
in November. Washington, ordinarily a 
strong Republican state, may swing 
back in this year’s election, as many 
political observers see it. There is a 
possibility, also, that the state will be 
split, with the new blanket primary law 
being operative for the first time. 


Rumors that Mr. Rummens had aban- 
doned his aspirations for the post devel- 
oped when it became known that he was 
promoting a new mutual accident and 
health company, known as the Teachers 
Mutual, which was chartered last week 
by Commissioner Sullivan, with Mr. 
Rummens as its president. He stated 
that he would continue to seek the Re- 
publican nomination for commissioner, 
however. Only one other candidate may 
file on the Republican ticket. He is 
Harry Griffith, at one time Seattle gen- 
eral agent of the Union Central Life. 





Life Men Split Off in the 


Canada Insurance Institute 





TORONTO, ONT., July 2.—The 
life insurance members of the Canada 
Insurance Institute this week voted to 
break away from the old organization 
which has been in existence for about 
40 years and will start the Canada Life 
Insurance Institute. The life members 
constitute about 80 percent of the mem- 
bership. The Canada Insurance Insti- 
tute has been carrying on educational 
work among employes of Canadian in- 
surance offices. The Canada Insurance 
Institute will continue with membership 
made up of fire and casualty men. 

A resolution authorizing the split said 
that the life section had a Dominion- 
wide membership while the other sec- 
tions represented only Toronto and that 
past experience had shown that in the 
meetings and work of the institute there 
is very little in common between the 
interests of the life insurance section 
and those of other lines. Clifford El- 
vins, who has been secretary and treas- 
urer since 1907, is retiring from office. 


Heald Takes Detroit Agency 


Milwaukee General Agent of Provident 
Mutual Goes With the 
Bankers Life of Iowa 








MILWAUKEE, July 2.—Abner A. 
Heald, general agent here for the Provi- 
dent Mutual Life, has accepted ‘the 
Detroit general agency Bankers Life of 
Iowa and is assuming his new duties 
this week. His successor here has not 
been appointed as yet. Mr. Heald came 
here in 1929 from Madison, Wis.,.where 
he was special agent for the Bankers 
Life for five years. He has been active 
in life underwriting circles here, having 
served several years as national commit- 
teeman of the Milwaukee association, 
was active in the formation last fall of 
the Wisconsin state association, and 
served in various capacities in the Na- 
tional association. Before leaving to 
assume his new duties, Mr. Heald was 
honored by associates in the local 
Provident Mutual office and members 
of the Milwaukee Association of Life 
Underwriters at a dinner given at the 
Milwaukee Yacht Club. 
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participating premiums were increased Pension Bond (Inc. End.) at 65 
much more sharply, it is not unlikely (Per $1,000) 
that further increases will be made if — ne alae 
interest returns remain at the present] 90 .......... $ 2.91 $3.29 $3.78 $4.75 
low level. ) ee 3.01 3.63 4.47 6.15 
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3 percent basis. We decided that the Per $5,000 
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sumed with a resultant transfer of sur- | 37. 20.90 31.30 45.65 55. 





plus funds to a definite reserve liability. Rates under the new schedule for some 
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that reserves in England are computed Participating Rates 
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26.24 21.84 35.48 30.43 39.13 33.86 
45 37.22 31.92 45.54 39.29 63.96 57.05 
55 58.03 50.38 63.46 55.61 140,25 124.77 
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Women Agents Organizing 
Thoroughly in the Nation 
Great progress in organizing women ff _ id 
agents of the country and bringing — ™ 
them into the association fold has been — 
accomplished in the last year, Sara m 
Frances Jones, Equitable of New York, — 
Chicago, chairman of the women’s divi- al 
sion of the National Association of Life st 
Underwriters, stated this week. of 
Five women’s divisions of local asso- th 
ciations are now operating, led by Chi- | “% 
cago, the first to be formed, and 15 — PS 
others are in process of forming. By le 
the time of the National convention in [> th 
Boston, Miss Jones expects to have at [> 
least 15 full fledged women’s divisions f—- la 
represented there. é a 
Miss Edna Kaufman of Stumes & ‘ 
Loeb, general agents Penn Mutual, 
Chicago, is chairwoman of the division oe 
there. The other divisions now func- an 
tioning, in the order of their formation, f ao 
with their chairwomen, are: Boston, 
Mrs. Martha H. Boott, John Hancock; 
St. Paul, Mrs. Mary Keefe, Provident . 
Mutual; Portland, Ore., Mrs. Clara mi 
Woodruff, Northwestern Mutual, and [po 
Syracuse, N. Y., Miss Elizabeth H. $3 
Moran, Fidelity Mutual. co: 
Divisions Thrown Open ° 
It was early decided that all women wl 
agents would be eligible as members of J ate 
women’s divisions, even though they fF a! 
were not members of the local associa- 
tion. The idea was to stimulate their on 
interest in the association idea indi- pla 
rectly by giving them an organization j Icy 
of their own where they would be wel- [tio 
come. Results have borne out the wis- — ims 
dom of this plan. Miss Jones reports | lim 
that since the Chicago association was }| ils 
formed early last year, 120 women SIC; 
agents have joined local associations, | 19% 
most of the number in 1936. a; = 
“There has been a fine response from a Ar. 
women agents all over the country,” | ™a 
Miss Jones said, “and even the men in | Sta 
the local associations are appreciating | 8! 
that the women can make a valuable Va 
contribution and will bring in many |~ ; 
members.” : 4 ie 
National Mail Campaign > tur 
Miss Jones recently sent a letter to | — ree 
all women agents not members of local phr 
associations, whose names were avail- |) 14), 
able, urging them to join the associa- | yar, 
tion and become accredited to go tO} gag, 
the Boston convention. She outlined > Kas 
methods of organizing women’s divi- j “ 
sions. = anc 
The high point of the women’s plan rule 
is the all-day session for women, Sept. ture 
22, during the Boston convention, and 3 rigl 
the Quarter Million Round Table for © of j 
women. Corinne Loomis of the John ~ mus 
Hancock, Boston, will be chairwoman |) for 
of the round table and the program for |— Sur 


—— 


the day’s session is being arranged by 
a committee headed by Sophia Bliven, Stan 
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3.17 3.76 4.55 5.41 6.32 8 
3.18 3.80 4.60 5.46 641 | Poin 
3.18 3.81 4.64 5.53 6.48 | dent 
3.18 3.82 4.67 5.57 6.55 Lie 
3.21 3.86 4.74 5.66 6.67 7 an 
3.22 3.89 4.78 5.71 6.74 Oo tees 
3.24 3.92 4.83 5.81 6.85 ing ¢ 
3.25 3.95 4.88 5.87 6.94 im A 
3.26 -3.98 4.94 5.96 7.06 & ony 
3.27 4.03 5.00 6.05 7.16 | jor” 
3.28 4.05 5.05 -6.11 7.26 Uniy 
3.30 410 5.12 622 7.40 | sip 
3.31 4.13 5.19. 6.31 7.51 § pl 
3.34 4.18 5.27 6.41 7.66 | State 
3.36 4.22 5.35 6.51 7.78 | of th 
3.88 4.97 5.42 6.62 7.92 & Tt 
3.40 4.32 5.50 6.74 8.08 F , 
3.42 4.37 5.59 6.86 8.42 § famil 
3.46 4.44 5.69 6.99 841 F versi 
8.48 4.49 5.80 '9:18 8.59 Bed 
3.52 4.57 5.90 -7.28 8.78 ; - di 
ere [ee 
3.62 4.79 6.26 7.76 9.45 | name 
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Company Wins Right to 
Scan Reinstatement Factors 





(CONTINUED FROM PAGE 1) 


idea of suicide was not absent from his 
mind.” He later committed suicide. 

The policy contained this reinstate 
ment clause: “If this policy shall lapse 
in consequence of the non-payment of 
any premium when due, it may be rein- 
stated at any time upon the production 
of evidence of insurability satisfactory to 
the society, and the payment of all over- 
due premiums, with interest at 5 percent 
per annum, and upon the payment with 
interest or the reinstatement of any in- 
debtedness to the society secured by 
this policy.” 

In the summer of 1934 the policy 
lapsed, and two days after the end of 
the grace period a check for the monthly 
premium of $104.55 was received, which 
was returned from the bank marked “in- 
sufficient funds.” It again was banked, 
and again was returned. Kallman was 
notified both times. 


Reinstatement Was Refused 


Application for reinstatement was 
made Aug. 24, 1934, when there was a 
policy loan of $3,555.47, cash value being 
$3,557.25, leaving an equity of $1.78. The 
company admitted Kallman was medi- 
cally satisfactory but refused to rein- 
state, on the basis of an investigation 
which showed insurance disproportion- 
ate to his income and financial standing, 
a fact which he admitted. 

He had borrowed practically the limit 
on his insurance. In the trial court the 
plaintiff was awarded the face of the pol- 
icy and the company appealed, the ques- 
tion at issue being whether “evidence of 
insurability satisfactory to the company” 
limited the inquiry on application for re- 
instatement to good health or good phy- 
sical condition of the assured. Prior to 
1906 the phrase commonly used in poli- 
cies was “good health,” but following the 
Armstrong investigation attempt was 
made by the legislature to improve the 
standard policy and the other phraseol- 
ogy was prescribed. 

Court’s Conclusions Given 


_ The New York appellate court held 
in the Kallman case that if the legisla- 
ture had intended that the company 
should be satisfied with evidence of good 
health it would have continued this 
phrase. The privilege of considering fi- 
nancial condition has been accorded by 
various court decisions in life insurance 
cases, one cited being Ginsberg vs. 
Eastern Life, in New Jersey. 

“Under the provisions of the insur- 
ance law,” the New York appellate court 
tuled in the Kallman case, “the legisla- 
ture has delegated to the company the 
right to say whether or not the evidence 
of insurability is satisfactory. . . There 
must be some sound and valid reason 
for finding the applicant no longer in- 
surable. 

“Here the insured’s pecuniary circum- 
Stances coupled with his heavy overin- 
Surance, entirely out of line with his in- 
come and financial condition, had a defi- 
nite bearing upon his longevity and cre- 
ated a moral hazard which directly af- 
fected his insurability.” 

The court illustrated with the case of 
4 criminal in good health awaiting ex- 
€cution. The court said, “It could not 
be reasonably contended that his situa- 
tion did not affect his insurability.” 


Governor White of Mississippi has ap- 

Pointed Maj. W. Calvin Wells, vice-presi- 
dent and general counsel of the Lamar 
Life, a member of the board of trus- 
tees of state institutions of higher learn- 
ing of Mississippi. “ 
_ At the first meeting of the board Ma- 
jor Wells was elected chairman. The 
University of Mississippi and Missis- 
sippi State College are among the six 
State colleges coming under the control 
of this board. 

Three generations of Major Wells’ 
family have graduated from the Uni- 
versity of Mississippi, all three with A. 

. degrees, all members of Phi chapter 
of Delta Psi fraternity, and all three 
named W. Calvin Wells. 








New President of the 


Cincinnati Association 











L. D. FOWLER 


L. D. Fowler, general agent of the 
Connecticut Mutual, who was elected 
president of the Cincinnati Life Under- 
writers Association, has been with the 
company his entire life insurance ex- 
perience, which began in 1922 with the 
Des Moines agency at Perry, Ia., at the 
age of 27. Less than a year later he 
was appointed supervisor. In 1926 he 
was appointed general agent at Ft. 
Wayne, Ind., being transferred to Cin- 
cinnati in the same capacity in 1931. 
The Cincinnati agency pays for more 
than $4,000,000 annually. It is one of 
the company’s oldest, being established 
in 1848. 

Mr. Fowler has been active in the 
life underwriters’ associations of Ft. 
Wayne and Cincinnati and was a mem- 
ber of the governing board of the lat- 
ter association. He is chairman of the 
business standards committee of the 
National Association of Life Under- 
writers. Of an analytic mind, Mr. Fow- 
ler is a close student of the business 
and a disciplinarian. 








A. & H. Renewal Certificate 
Held to Be New Contract 





What is said to be a precedent in in- 
surance law was established by the ap- 
pellate division of the New York su- 
preme court, first department, which 
unanimously affirmed judgment in the 
case of Klein, respondent, vs. Equitable 
Life of New York, appellant, in which 
it was held that each renewal certificate 
issued under an accident and health pol- 
icy is a new contract and considered a 
separate policy, even though the renewal 
certificate be attached to the policy, only 
one such policy being issued. 


What Policy Provided 


The policy was issued to Klein in 1921, 
covering disability benefits of $100 per 
week, and providing for renewal each 
year for a specific term of 12 months. 
A limitation in the policy, however, 
stated payment was to be made for a 
period “not exceeding 52 weeks, either 
continuously or in the aggregate, during 
the currency of this policy.” Various 
claims had been filed by the assured and 
when the aggregate of 52 weeks had 
been reached the Equitable refused to 
make further payment on the ground 
the limit had been exhausted. 

The company claimed the limitation 
referred to the entire period commenc- 
ing from the issuance of the policy in 
1921 to the present time. Counsel for 
assured contended the limitation referred 
separately to each renewal of one year, 
and that each such renewal should be 
considered a separate and distinct policy: 


Deas St. Louis Manager of 
Mutual Life of New York 





The Mutual Life of New York has 
appointed Rutledge H. Deas, now man- 
ager of its Jackson, Miss., agency, as 
manager in St. Louis, and has appointed 
James P. McNeil, agency organizer at 
Jackson, to succeed Mr. Deas. Mr. Deas 
joined the Mutual Life as an agent at 
Shreveport, La., in 1914. He was ap- 
pointed manager at Meridian, Miss., in 
1931. After an outstanding career, dur- 
ing which he had been made district 
manager at Shreveport and a member 
of the $250,000 Field Club, when the 
Meridian agency was transferred to 
Jackson in 1932, Mr. Deas became man- 
ager at Jackson. Mr. McNeil joined 
the Mutual Life at Jackson in 1927. 
Before that he was successively engaged 
in school teaching, the wholesale groc- 
ery business, and as an automobile sales 
manager. He became agency or- 
ganizer in 1930. 


Library Group Elects 

The 1937 annual convention of the 
Special Libraries Association will be 
held in New York, June 16-19. At the 
Montreal meeting Miss Abbie Glover, 
Boston, was reelected president of the 
insurance group. She is assistant to the 
librarian of the Insurance Library Asso- 
ciation of Boston. Miss R. Heedon, At- 
lanta, Ga., was named vice-president; 
Miss B. M. Howell, Insurance Institute 
of Montreal, secretary, and Miss G. 
Rammer, Hardware Mutual Casualty of 
Wisconsin, editor. Miss Howell is the 
first Canadian to hold office in the or- 
ganization. 








RECORDS 


The Midland Mutual Life completed 
30 years of service June 30 and received 
a volume exceeding $750,000 for the day, 
with approximately $3,000,000 in June, 
breaking all daily and monthly records 
in its history. The company has gained 
in life insurance in force in each of the 
past ten months, total gains for that 
period exceeding $3,000,000. It closes 
its 30th vear with approximately $25,- 
000,000 assets and $105,000,000 in force. 


United States Life—Announces a 19 
percent increase in paid for business for 
May over May, 1935. 


Mark S. Trueblood, Union Central Life, 
Los Angeles—Produced $360,000 new busi- 
ness during first 15 days in June for a 
substantial gain. 


H. S. Standish, Sun Life of Canada, Los 
Angeles—The month ending June 12 was 
the largest in paid volume since June, 
1934, representing 40 percent increase 
over last year. The record was achieved 
in a campaign engaged in in honor of F. 
D. Macorquodale, superintendent of agen- 
cies. Business totaled over $1,200,000. 


W. S. Fuller, Prudential (ordinary) 
Cincinnati—Eleven men qualified for 
regional convention at Niagara Falls. In 
May there were 125 ordinary applications 
for $858,133, five single premium policies 
$32,419, four retirement annuities $19,020, 
and two wholesale cases $49,000. The 
May total exceeded last year’s mark by 
$120,000. 


A. M. Embry, Equitable Life, N. Y., 
Kansas City—Wrote $4,674,000 of busi- 
ness on 1,401 applications during five- 
week anniversary “fishing trip” cam- 
paign. This compares with $3,966,000 
and 1,165 cases last year. Last year 72 
agents had five applications or more, 
while this year there were 98 agents. 
J. H. Jones, Wichita, was high with 14 
applications and $346,000 of business, 
while Lindsey Austin, Wichita, who 
completed his first year in the business 
June 1, was high on applications with 
54 for $141,202 of business. The ten 
high agents will be guests of Mr. 
Embry on a fishing trip in the Ozarks 
for about four days in July. 


Bokum & Dingle, genéral agents Massa- 
chusetts Mutual, Chicago—lIncrease of 40 
percent in June and 25 percent for year 
to date on paid basis. Report substantial 
number of large applications being sub- 
mitted, 
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growing... 
January gain insur- 
ance in force. $1,618,298 
growing... 
February gain insur- 
ance in force. . . $1,972,773 
growing... 
March gain _insur- 
ance in force. . .$1,412,217 
growing... 
April gain __ insur- 
ance in force. . .$1,408,765 
growing ... 
May gain insurance 
in force....... 


$1,495,893 


Total Gain for year 
1935 ... $7,607,450 


Total Gain first five 
months of 1936. $7,907,946 
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Responsibility to Be Stressed 


Wiiam M. Durr, head of the Ep- 
warp A. Woops Company of Pittsburgh, 
who becomes chairman of the program 
committee of the NationaL Lire UNDER- 
WRITERS ASSOCIATION for its annual meet- 
ing next September in Boston, has chosen 
a very fitting and significant theme for the 
gathering, whose importance will be em- 
phasized from beginning to end, it being 
“Life Insurance—a Cooperative Responsi- 
bility.” This responsibility rests on all 
associated with the business, not only 
those who are members of the enter- 
prise, but policyholders. 

Undoubtedly speakers will stress par- 
ticularly the trusteeship responsibility that 


rests heavily on those who are in charge 
of the management of our companies. Life 
insurance is truly a joint enterprise. While 
stock ownership entails property rights, yet 
when we compare ownership of life in- 
surance shares and a stock of merchandise 
for example we then understand what 
trusteeship responsibility means. The 
ownership of a company does not mean that 
the company itseff should be shifted from 
one hand to another without regard to 
agents, policyholders, head office people. 
Out of the Boston convention will certainly 
come material that will add immensely to 
the literature of the life insurance 
business. 


The Aristocrats of Life Insurance 


Harry Wricut of the EquirasLe LIFE 
of New York in Chicago, who is chairman 
of the million dollar round table of the 
NATIONAL ASSOCIATION OF INSURANCE 
AGENTS, has presented the membership for 
the forthcoming Boston convention. The 
million dollar round table members are the 
aristocrats, so to speak, of the producing 
forces of life insurance. That does not 
mean that these agents have a haughty or 
snobbish attitude toward other salesmen. 


Membership, however, in this famous or- 
ganization does place these agents in a 
category which marks them as supersales- 
men possessing traits that enable them to 
achieve success in a notable way. The 
list is always scanned with interest. When 
an agent is able to write a million dollars 
a year, especially in these times, he has 
achieved a feat that is truly remarkable 
and outstanding and membership in the 
group is therefore a great honor. 


Study Rehabilitation Plan 


INSURANCE departments that have con- 
ferred on them the authority to take 
over impaired life insurance companies, 
either to rehabilitate them, dispose of 
.them or liquidate them in some way are 
‘studying the process that was followed 
‘in the Stare Muruat Lire of Rome, Ga., 
‘which became impaired and was in the 
‘hands of the Georgia department for 
‘some 30 years. Now it has been released 
ifrom the department and has become a 
‘going concern. 

; This shows what can be done with a 
legal reserve life insurance company 


THe NationaAL UNDERWRITER’S special 
Lire PayMents Locatizep NumsBer might 
‘well be termed the “Bill Smith issue.” Al- 
‘though it presents a detailed report on the 
| huge totals of life insurance payments and 
high lights regarding the large individual 
policies, its primary purpose is to show the 
local distribution of life insurance money. 
In publishing the payments of thousands of 
comparatively small individual claims and 
letters from beneficiaries, the Lire Pay- 
MENTS Number“demonstratés what life in- 
surance is actually doing in providing for 
unfortunate families who have lost their 
breadwinners, 


j 
5 
f 
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that has been abused, kicked about and 
seemingly had no further life left in it. 
If the proverbial cat has nine lives then 
a legal reserve life company has 39. 
Some departments have companies un- 
der their jurisdiction and may be unde- 
cided just what position to take. For 
instance, the Ohio department has taken 
over the FEpERAL Union Lire at Cincinnati. 
It is understood that a representative of 
the department went to Rome and At- 
lanta to make a study of the State 
Mutuat Lire situation, and find out what 
procedure was followed. 


; Special Number for Bill Smith 


Hundreds of daily newspapers publish 
news articles about the data in the Lirr 
PayMENTS Numper. Practically every one 
features the local angle rather than the 
huge $3,000,000,000 total. The fact that 
life insurance payments in Jonesboro totaled 
$55,000 is more important to the people in 
that community than the billions paid na- 
tionally. 

The purpose of the Lire PAYMENTS 
Numser is not to show the complete pay- 
ments to every individual, but to show a 
fair cross section, so that every one can 
see what life insurance is accomplishing. 

It is well that every life insurance man 





study these figures carefully. Although 
life men are talking in terms of big policies 
and programming, the average man is 
still going to his death carrying only a few 
thousands of life insurance. In some of 
these reports the deceased’s occupation is 
given and in many instances the small sums 
men in the merchant and executive class 
carry on their lives cast a reflection on the 


sales ability of American life insurance 
agents. 

The Lire PayMeNtS Numser is now be- 
ing compiled and in a few weeks it will be 
mailed to subscribers. It will provide an 
excellent sales document to stimulate sum- 
mer sales. Every agent should have a copy 
and use it. It is practical, right to the 
point and brimming with sales ideas. 


Women’s Work Recognized 


Ir 1s very gratifying to the women of 
life insurance who are becoming more and 
more prominent in its manifold activities 
to note the recognition that has been given 
Miss Joy M. Lumens, acting secretary of 
the Cuicaco Lire UNDERWRITERS ASSOCIA- 
TION, who has been the office head since 
the death of Managing Director Watt 


Tower. She now becomes executive secre- 
tary. Miss Luipens is a woman of re- 
markable personality. She possesses capa- 
bilities of a business nature. She takes a 
forward look in life insurance and gages 
her work accordingly. She is but one of 
many women in the life insurance field that 
have achieved great success. 








. PERSONAL SIDE OF BUSINESS 


s 





Commissioner Julian of Alabama calls 
attention to the fact that in the various 
stories of the meeting of the National 
Association of Insurance Commissioners 
mention was not made of the resolution 
of thanks that he introduced to be ex- 
pressed to Commissioner Mortensen of 
Wisconsin and the insurance people of 
that state who entertained the party on 
the special train en route to St. Paul in 
Madison and the Wisconsin Dells. 


_< 


Almost recovered from the injuries he 
suffered in a recent automobile accident, 
Commissioner Frank Yetka of Minne- 
sota has left for a 20-day motor trip 
through the west, accompanied by his 
wife and children. 

S. J. Herzberg, Wisconsin state man- 
ager ordinary department of the Pru- 
dential, Milwaukee, and Mrs. Herzberg 
celebrated their 35th wedding anniver- 
sary with a reception and dinner dance 
at the Tripoli Country Club, near Mil- 
waukee. “Mr. and Mrs. Herzberg had 
returned earlier in the week from a five- 
week tour of Europe visiting the British 
Isles, Holland, Belgium, France and 
Switzerland. 

Theodore F. Stevens, assistant super- 
intendent of agencies of the Mutual Life 
of New York at the head office, has 
rounded out 50 years of active service 
with the company. His father, Theodore 
F. Stevens, Sr., had been with the law 
department of the Mutual Life before 
his son started with the company. Theo- 
dore F., Jr., began work with the Mutual 
Life as an office boy in 1886 in the ac- 
counting department. He was made 
chief clerk in that department, a position 
he held for many years. In 1921 he was 
transferred to the agency department 
and became agency inspector, He trav- 
eled throughout the field visiting Mutual 
Life agencies. He was made assistant 
superintendent in 1926. 


John E. Lippitt, Sr., 51, manager of 
the Memphis and Nashville offices of 
the Prudential and former president of 
the Memphis Association of Life 
Underwriters, was killed when his car 
collided with a truck near Gibson, Tenn. 
A native of Ocala, Fla., he started work 
as an office boy for an insurance firm 
when 14 years of age. He was trans- 





ferred to Atlanta and then to Mem- 
phis, where he became manager of Pru- 
dential’s office 28 years ago. 


W. H. Hecht of Celina, O., district 
representative of the Ohio State Life, 
has just completed 15 years with that 
company. He has qualified for either 
the Honor Club or the President’s Club 
every year in that period. Mr. Hecht 
operates solely in a rural section. His 
fish fries at his summer home are 
known to all life insurance men in that 
section of the state. 


A. O. Eliason, former president of the 
National Association of Life Underwrit- 
ers, is back in his old haunts in Minne- 
sota after an absence >f a year in Cali- 
fornia. Mr. Eliason retired a year ago 
as Minnesota state agent of the Minne- 
sota Mutual Life. 


George Hayward, Minnesota special 
agent of the Minnesota Mutual Life, has 
just passed through one of the most 
unique surgical operations ever per- 
formed in Minnesota, which is some- 
what noted for its surgery. A year ago 
Mr. Hayward was badly injured in an 
automobile smash and among other 
things his stomach was thrown out of 
place. The operation consisted in putting 
this organ back in its proper place. 


FE. E. Brill, vice-president General 
American Life, John J. Moriarty, vice- 
president in charge of agencies, and Ed- 
mund Burke, St. Louis general agent, 
have just completed a tour of the com- 
pany’s agencies at Fort Worth, Dallas, 
and Houston, Tex. 


V. dH. Jenkins, vice-president in 
charge of production for the Occidental 
Life of California, has sailed for Hawaii, 
where he will spend about two weeks 
on business for the company. He ex- 
pects to return home about July 15. 


C. J. Zimmerman of Newark, New 
Jersey general agent Connecticut Mu- 
tual Life, will celebrate his fifth anni- 
versary as general agent in the state 
on Sept. 16, and in recognition of it the 
agency force i is planning a month’s drive 
for new business. 

Mr. Zimmerman has been in life in- 
surance for a number of years. He 
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served as executive secretary of the Life 
Underwriters Association of New York 
City and he has been president of the 
Northern New Jersey association and is 


| now a trustee of the National associa- 





fs ers. 


tion. He is a C. L. U., a graduate of 
Dartmouth College. 

In the five years that he has been gen- 
eral agent in New Jersey, he has more 
than tripled the paid for production. The 
goal of the agency this year is $6,000,000. 

Gale F. Johnston, manager southwest- 
ern group department Metropolitan 
Life, St. Louis, has sold the Mexico 
(Mo.) “Intelligencer” to Raymond Hol- 
man, its advertising manager. Mr. 
Johnston has controlled the paper since 
1917 and was active in its management 


' before entering life insurance work sev- 
' eral years ago. 


—_— 


J. M. Gantz, general agent Pacific 
Mutual, Cincinnati, will take his agency 
force on the “Chris Greene” for a boat 
trip on the Ohio river July 11-13 to 
show his appreciation of the agency’s 
achievement in leading all agencies of 
the company for the year to date. 


R. W. Ashbrook, Union Central sales 
promotion manager, who is largely re- 
sponsible for the effective photography 
and layouts in that company’s advertis- 
ing and educational matter, left New 
York on a cruise to Mexico with his 
father and mother, Mr. and Mrs. Paul 
Ashbrook, Cincinnati. The elder Mr. 


Ashbrook is the well known Cincinnati 
artist, who will spend the summer in 
Mexico, painting. 


Announcement is made of the en- 
gagement of William L. Jessup, sales 
promotion and advertising manager of 
the Pilot Life, Greensboro, N. C., to 
Miss Mollie Cullom Walker of Birming- 
ham. The wedding will take place in 
the fall. 


C. S. Rathbone, agency secretary of 
the Occidental Life of California, was 
married at the home of Vice-president 
V. H. Jenkins to Miss Mildred Wilson, 
formerly secretary to Mr. Jenkins. 


Miss Aileen M. Fraser, daughter of 
Vice-president P. M. Fraser of the Con- 
necticut Mutual Life and a niece of J. 
M. Fraser, general agent of the com- 
pany in New York City, was married 
to F. R. Alberts of Detroit June 27 in 
Hartford. Mr. Alberts is in the manu- 
facturing business and for a short time 
was in the insurance business. 


Commissioner H. E. McClain of In- 
diana, who is district deputy of the Or- 
der of Elks for Indiana, has left to 
attend the annual meeting of the order 
in Los Angeles July 12. 

C. D. Brazzeal, 53, assistant superin- 
tendent of the Bankers Health & Life 
of Macon, Ga., died at his home there 
following a heart attack. Mr. Brazzeal 





had been with the company 29 years. 








NEWS OF THE COMPANIES 





O’Donnell Explains the Deal 


Southwestern Life President Tells 
Stockholders of Transactions With 
the General American Life 








DALLAS, July 1.—Through a series 
of transactions control of the Southwest- 
ern Life is back in the hands of Texans, 
according to a letter sent out by Presi- 
dent Charles F. O’Donnell to stockhold- 
The Dallas Service Corporation, 


_ composed of Southwestern Life stock- 


_ holders, 
_ American Life 30,000 shares of South- 
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has acquired from General 
western stock at $60 per share. The 
30,000 shares reduced the holding of 
Southwestern on the part of General 
American to 374 percent of the stock 
instead of 5114 percent. 

Mr. O’Donnell details the operations 
by which control of Southwestern passed 
from Texans and of transactions which 
brought it back to Texas. He said the 
entire transactions with General Ameri- 
can, through which a Dallas corporation 
acquired 41,066 shares of General Amer- 
ican stock and Southwestern bought 
3,344 shares of the same company stock, 
were to bring back to Texas the con- 
trolling interest of Southwestern. 

All transactions have now been ap- 
Proved by Missouri insurance superin- 
tendent and St. Louis circuit court, 
President O’Donnell says, and South- 
Western is again a Texas owned com- 
pany, more than 600 of its 630 stock- 


_ holders residing in the state. 


The Southwestern stock acquired from 


» the General American is expected to go 


to present stockholders in a specified 
period not to exceed six years, but offi- 
Cials of the company say that period will 
be materially reduced and that small 
blocks of stock may be sold new in- 
vestors, 





Assessment Company Active 
The Southern Reserve Life, a mutual 


_ assessment company, launched: in Dallas 


4 month ago by Derby Sharpe and as- 
Sociates, under a state charter lying dor- 
mant for ten years, has written 726 con- 


7 The company is’ writing policies 


. $300 maximum for a monthly pre- 
mium of $1. Derby Sharpe is president 
and his son, E. L. Sharpe, secretary. 





ces are in the Allen building. 





Dr. Wear in New Connection 





Resigns as Vice-president of National 
Fidelity Life to Serve Aetna 
Life on Coast 





Dr. J. W. Wear has resigned as vice- 
president and medical director of the 
National Fidelity Life of Kansas City 
to become associated with the Aetna 
Life on the west coast in a purely medi- 
cal capacity. Dr. Wear in recent years 
has become much interested in agency 
work and was responsible for much of 
the agency operations of the National 
Fidelity. He is a thoughtful man and 
from time to time his views on agency 
work and other life insurance matters 
have been publicized. 


Reilly Month for Old Line 


In honor of the birthday of Presi- 
dent John E. Reilly, the agency force 
of the Old Line Life put forth extra ef- 
forts in June, known as Reilly Month. 

E. E. Pohland, Marion, Wis., and 
William E. Wulk of Chilton, Wis., 
will be awarded bronze plaques in rec- 
ognition of the completion of 52 weeks 
of consecutive production at the con- 
vention in Milwaukee July 8. In the 
52 weeks, Mr. Wulk averaged four ap- 
plications a week for a total of 208 and 
a Pohland averaged 1.53 for a total 
of 79. 








Jefferson Standard Campaign 


The conservation campaign of the Jef- 
ferson Standard Life conducted in 
honor of Assistant Secretary Karl Ljung, 
Jr., by Miss Mary R. Taylor, secretary 
to Julian Price, president, resulted in 
$1,044,520 of first and second year lapsed 
business being restored to the records. 

Cashiers in branch offices competed 
for the awards, two assigned to each 
group. In group 1, composed of the 
largest agencies, Carlyle Gee, cashier 
Charlotte, N. C., office, won first prize 
for the third time. Ray Hermes, cashier 
San Antonio, Tex., agency, won second 
prize and the prize for the best series 
of bulletins on conservation issued dur- 
ing the four weeks of the drive. In 1935 
he was also the leading cashier in his 
group. 








44. Years 


Of Progress with Security 
Established 1892. 

Business in Force over $570,000,000. 

Assets over $143,000,000. 


Operating in Illinois, Michigan, Minnesota, 
North Dakota, Washington and the Dominion 
of Canada. 
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services. 
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CHARACTER 


FOR SIXTY-FIVE YEARS, the Sun Life has served 
its policyholders throughout the world with 
unremitting and conscientious devotion to 
those unerring principles which have estab- 
lished the high traditional purpose of Life 
_ Insurance. 


FOR SIXTY-FIVE YEARS, the Sun Life has been 
the trusted custodian of the happiness and 
security of thousands of beneficiaries in every 
part of the globe. 


FOR SIXTY-FIVE YEARS, the Sun Life has met 
every obligation with promptness and gen- 
erosity, and has proved its strength in time of 
direct need. 














THERE'S A SUN LIFE POLICY FOR EVERYONE 





Miss Mary Webb, cashier Louisville, 
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Ky., agency, won first in group No, 2. 
In 1935 Miss Webb was winner for her 
record and also was winner for best bul- 
letins. Second award was given Mrs. 
Lessie Gustofson, cashier Knoxville, 
Tenn., office. 


Empire Life Official Staff 


Following the absorption by the Em- 
pire Life of the Mutual Relief Life of 
Kingston, Ont., and the establishment 
of head office at the latter’s quarters in 
Kingston, it is announced that officers 
avill be as follows: General manager, 
L. T. Boyd; treasurer, J. Ross Pater- 
son; actuary, H. H. Blakeman; secre- 
tary, W. T. Fortyre; medical referee, J. 
S. Delahaye, M.D. 








Get New Charter for Merger 


A Dominion charter has been secured 
for the Equitable Life of Canada, to 
take over the Ontario Equitable Life 
& Accident of Waterloo A meeting of 
shareholders of the latter will be held 
July 6 to approve the transfer. 


Now Located in Columbus 


Removal of the home office of the 
Federal Union Life of Cincinnati to 
Columbus was completed this week. 
Headquarters are in the Sanor building, 
which is owned by the company. Reha- 
bilitation of the company is under the 
personal supervision of Superintendent 
Bowen of Ohio, assisted by C. F. Stein. 
Six employes have moved to Columbus 
with the company. An attempt will be 
made to sell the home office building in 
Cincinnati at 9th and Vine streets, the 
ground floor of which is occupied by 
stores. 


Life of Virginia Amendment 


The charter of the Life of Virginia 
has been amended, reducing its maxi- 
mum authorized capital stock from $10,- 
000,000 to $6,000,000. The company 
recently declared a 20 percent stock divi- 
dend, increasing its outstanding capital 
from $5,000,000 to $6,000,000. 


National Standard Receivership 


The National Standard Life of Texas, 
which was organized in 1926 and whose 
home office was at New Waverly, Tex., 
and executive offices in Houston, has 
been placed in receivership with James 
E. Kilday, Houston, as receiver. 


Canada Life Names Agency Men 


The Canada Life has appointed T. H. 
Gooch and R. A. Sanderson agency as- 
sistants and Graham Walter educational 
assistant at the head office. 

















Changes Name, Location 


The Security Life Association of 
Ada, Okla., has become the Security 
Mutual Life Insurance Company of 
Muskogee. George W. Davis, L. W. 
Thomas and R. E. Stewart are listed 
as main stockholders. 





Licensed in Virginia 
The Monumental Life has been li- 


censed in Virginia with A. C. Jacobi as 
manager at Richmond. 








No Vocal Pyrotechnics 
Used in This Approach 





Contrary to the belief that suc- 
cessful agents must make good 
verbal sales talks and encourage 
prospects to ask sincere questions, 
F. L. Ottenheimer, Chicago gen- 
eral agent of the Lincoln National 
Life, completed a sale without a 
word of conversation having been 
spoken. The prospect was both 
deaf and mute, and consequently 
the policy was sold by transmit- 
a written messages. back. and 
‘0 

















As SEEN FROM CHICAGO 





ACTUARIES CLUB IN OUTING 


The Chicago Actuarial Club held its 
annual outing at Twin Orchards this 
week. W. C. Green, consulting actuary 
of Chicago, was elected a member and 
won low gross prize in the golf tourna- 
ment and first prize at bridge. Blind 
bogey was won by W. M. Johnson, 
vice-president and actuary Central Life 
of Illinois, and J. A. Roberts, assistant 
actuary Continental Assurance, won low 
net. A treasure hunt was held, John 
Gall of the Continental Assurance ac- 
tuarial department and Miss Rachel 
Smiley of the Hercules Life being the 
winners. Miss Avis Hamilton, Hercules, 
was second in the bridge tournament. 
Monthly meetings were discontinued un- 
til fall. 

a 
CROSBY SUPERVISOR FOR BRENNAN 


Edward E. Crosby has been appointed 
agency supervisor of the James H. 
Brennan agency of the Fidelity Mutual 
Life in Chicago. Mr. Crosby has had 
about 13 years’ life insurance experience, 
all in that city, starting as agent with 
the Union Central and later becoming 
supervisor. He served under D. A. Day, 
then under the late E. C. Ferguson and 
under the present manager, H. A. 
Zischke. Following this experience he 
went with the Hintzpeter agency of the 
Mutual Life of New York, remaining 
five and a half years and becoming su- 
pervisor and organizer. He has_ been 
prominent in the Life Agency Super- 
visors of Chicago and in the Chicago 
Association of Life Underwriters, in 
which he was elected a director at the 
annual meeting recently. 

ie. ae 
EBBERT JOINS BESSER AGENCY 


Raymond L. Ebbert, who for the past 
18 years has been associated in various 
departments of Rollins, Burdick, Hunter 





Company, Chicago, has been appointed 
production director of the E. E. Besser, 
Jr., agency of the Lincoln National Life 
there. Mr. Ebbert has spent his entire 
insurance career in Chicago and in his 
new position will spend most of his time 
developing brokerage business. He is 
well known among Chicago agents and 
brokers and comes of an insurance fam- 
ily. His brother, George H. Ebbert, is 
office manager of Fred S. James & Co., 
Chicago, and an uncle, George G. Eb- 
bert, is associate manager of the city 
and suburban department, western de- 
partment of the North America there. 

The Besser agency on June 29 cele- 
brated the fifth anniversary of its repre- 
sentation of the Lincoln National, the 
festivities being held at the Evergreen 
Golf Club. Mr. Besser has been in the 
business 22 years and is well known 
among casualty men and brokers, at one 
time having operated a large casualty 
agency. 

ae cake ene 
OVER 100 “APPS” IN SIX MONTHS 


Lawrence Kaydan of the New York 
Life’s Bruchholz agency in Chicago 
paid for over 100 applications during the 
first six months of 1936. 

* * * 
GREAT-WEST LIFE OFFICE MOVES 


The Great-West Life branch office in 
Chicago under Manager Earl M. 
Schwemm moved to the Field Building, 
Room 1030, this week. There is 40 per- 
cent more space than in the old office. 
The new quarters have been newly 
equipped with furniture and fixtures. 
Open house for friends and clients will 
be held July 9, when several head office 
officials will attend. For the first six 
months this year, placed business is over 
19 percent ahead of last year, and for- 
warded business for June was 267 per- 
cent over June a year ago. 








As SEEN FROM NEW YORK 





INSURANCE ALMANAC ISSUED 


The “Weekly Underwriter,” 80 Maiden 
Lane, New York City, is issuing the 
1936 edition of the “Insurance Almanac,” 
one of the most valuable insurance ref- 
erence books in the country. It is found 
on the desks of most insurance men who 
desire a ready reference of insurance at 
all times and in all places. It answers 
for insurance, “who, what, where and 
when.” The compilation and editorship 
is under the direction of Miss M. K. 
Ream, a very capable woman. The price 
of the book is $3. 

* 
MISSISSIPPI HEADQUARTERS 


The office of S. R. Whitten, Jr., gen- 
eral agent in New York City of the 
Home Life of New York, became the 
seat of Mississippi’s state government 
last week when Mr. Whitten placed his 
facilities at the disposal of Governor 
White, Attorney General Rice and Tax 
Commissioner Stone, who were in the 
city on state financial business. 

The officials were in New York to 
arrange for the marketing of state bonds 
in connection with road construction 
and Mr. Whitten’s office, in the heart of 
the financial district, furnished a con- 
venient location for conferences with 
representatives of leading banking and 
investment houses. At the close of the 
three-day series of conferences, Mr. 
Whitten gave a luncheon at the Bank- 
ers Club for 18 persons, one of whom 
was President 4 ge A. Fulton of the 
Home Life. Whitten was promi- 
nent in the Th Mi business in Missis- 
sippi before going to New York City. 

ok ok 


ELECTING CONVENTION DELEGATES 


A “production poll” to elect 10 “dele- 
gates” who will go to the National As- 
sociation of Life Underwriters conven- 





By R. B. MITCHELL 





tion in Boston at the company’s expense 
has been announced by the Home Life 
of New York. President Fulton will be 
host to the delegates in Boston. 

The parade will be headed by the top 
man in the President’s Club, the agent 
who produced the most business for the 
18 months ended June 30, 1936. The 
other nine delegates will be. leading pro- 
ducers selected from each of three 
groups of agencies, the 52 agencies be- 
ing divided to equalize opportunity and 
competition. 

A feature will be the election of a new 
man and a general agent in each group. 
The new man must be one who has not 
been under contract with any company 
before July 1, 1935. The general agent’s 
qualification will depend on production 
of men whom he has hired since Jan. 1 
of this year. There will be a special din- 
ner for the delegates which will be at- 
tended by ssiagsrl office executives. 

*k 
HERZBERG * GENCY WINNER 

The conclusion of a “track meet” cam- 
paign, which was won by the Milton 
Herzberg agency, was celebrated at a 
dinner this week by the New York City 
metropolitan division of the Equitable 
Life of New York. Speakers were Vice- 
presidents W. W. Klingman and W. J. 
Graham, Gage Tarbell, senior director, 
Manager Ve. 58: Welch, home _ office 
group department; Manager W. 
Dunsmore, chairman contest commit- 
tee; Manager Herzberg and . 
Friedman and N. E. Backhaut, indi- 
vidual honors winners. The toastmas- 
ter, Superintendent H. J. Rossman, 
Greater New York department, was in- 
troduced by H. S. Gierhart, president 
Equitable’s New York board of man- 
agers. 

Although the agencies were given 





handicaps based on their production 
during the last three years, the Herz. 
berg agency, winning nearly twice as 
many points as the runner-up, was the 
high scorer even without considering its 
handicap rating. Individual high scorer 
was M. J. Friedman of the Herzberg 
agency. The leader in cases, with 33 for 
the five-week period, was N. E. Back- 
haut, also with Herzberg, who has 
been in the business less than a year, 
He was brought into the agency by Mr. 
Friedman. 

Although backed by a notable record 
as a unit manager, Mr. Herzberg has 
been head of an agency only since Jan, 
1, 1935, when he took over the Weiller 
agency. The five-week contest was di- 
vided into events, one for each week, 
Three of these were won by the Herz- 
berg agency and one each by the Minor 
and Riehle agencies. 

Beside the Herzberg agency the high 
scorers in the contest included the 
Karsch, Dunsmore, Miner and _ Ben 
Davis agencies. 
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London, Ont., Managers Elect 


At the annual meeting of the Life 
Managers’ Club of London, Ont., retir- 
ing President W. A. Torney outlined 
what has been done in acquainting the 
public with the type of advice and serv- 
ice available from the life insurance 
agent. The following officers were 
elected: President, G. C. Copeland, Mu- 
tual Life of Canada; vice-president, W. 
P. Gilbride, Great-West Life; secretary- 
treasurer, J. A. Taylor, Canada Life. 


Directors: J. B. Hamilton, Standard 
Life, and W. H. Robinson, London 
Life. 





Round Table on Supervising 


Indianapolis general agents conducted 
a round-table discussion of “supervis- 
ing” at a meeting of the General Agents 





& Managers Association. Ernest Crane, 
general agent Northwestern Mutual 
Life, led the discussion. W. H. Meub, 
president of the association, presided. 





Carter Heads Utah Managers 


eral agent Penn Mutual, was elected pres- | 
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ation at the annual meeting at the Salt 
Lake Country Club in connection with 
a golf tournament and dinner. W. A. 
Crowder, Bankers Life, was named vice 
president; F.. W. Selwood, Northern | 
Life, secretary-treasurer. Executive- 
committeemen are: C. R. Marcusen, 
Pacific National Life; W. M. Jones, 
Business Men’s Assurance; C. F. Bar- § 
rett, Mutual Life of New York; G. }} 


William A. Carter, Salt Lake City ger- } 
f 


Cannon, Beneficial Life, and J. H. Har- ; 


rop, Equitable Life of New York. 





Ohio Examinations Explained 


The procedure for written examina ty 


tion for life agents licenses, to be given 
by the Ohio insurance division starting } 7 
July 1, was explained by Raymond |~ 


Rhoads, assistant superintendent, before e 
the Toledo Life Managers Association. |= 


The Toledo association has just beet 
incorporated by Charles E. Spencer, 
Penn Mutual; Raymond C. Johnston, 
Acacia Mutual, and J. Peter Graven 
gaard, New England Mutual. } 





James Gilosky, 80, for many years al | - 
agent in St. Paul of the Equitable Life | 
of New York, died there after a loné ~ 
illness. ‘3 
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LIFE AGENCY CHANGES 


————/— 
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Names Two New State Agents 





' Capitol Life of Denver Appoints Sam 


M. Cowan in Oklahoma, Dewey W. 


Kemp in Texas 





DENVER, July 2.—The Capitol Life 
has added two new state managers to its 
organization. Sam M. Cowan, well- 
known general agent who has built up 
a big business in Oklahoma in the past 
20 years, is now state manager for the 
Capitol. His headquarters are in the 
offices established in Ramsey 
Tower, Oklahoma City. He has been 
manager there of the Great Southern 


ife. 

Roland M. Cowan, a son of Sam M. 
Cowan, general agent at present and 
former agency organizer for the Great 
Southern, will become supervisor under 
his father. J. L. Milliken will continue 
as supervisor, but will be under the new 
state agent. 

Effective July 15, Dewey W. Kemp, 
who has been general agent of the Pan- 
American Life in Houston, Tex., will be 
state agent for Texas of the Capitol 
with headquarters at Houston. 


Frank Leckhest in Charge 


Frank R. Lockhart is in charge of the 
Washington, D. C., office of the Provi- 
dent Mutual, going from the home 
office agency department, following the 
resignation of H. O. McLean. Mr. Mc- 
Lean continues as an agent. He started 
his career as cashier of the Norfolk 
agency in which his brother, O. B. Mc- 
Lean, was general agent. Both he and 
his brother were transferred to Wash- 
ington where Herbert McLean became 
general agent in partnership with A. P. 
Shalet. In September, 1921, Mr. Mc- 
Lean became sole general agent. 


Milner With the Commonwealth 


H. Morgan Milner, Chattanooga gen- 
eral agent of the Ohio National Life for 
the last three years, has resigned to join 
the Chattanooga office of the Common- 
It is rumored that Atwell 








Commonwealth in Chattanooga, is 


La grooming Mr. Miner for the place of M. 
_ A. Hawkins, formerly of the same of- 
| fice, whose record in 1935 and the clos- 
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ing part of 1936 resulted in his promo- 
tion to assistant superintendent in the 
Nashville office. 





Volunteer State Appointments 


P. Leroy Pinkussohn has been ap- 
pointed manager of the Charleston, S. 
C., office of the Volunteer State Life. He 
has been with Aetna Life for the last 
six years. The company has appointed 
W. H. Stevenson district manager at 
Florence, S. C. His record with the 
Volunteer, which starts with the date of 
his graduation from college in 1929, has 
won him this promotion. 


Cochran Field Supervisor 


J. W. Cochran has been made field su- 
pervisor in charge of North Carolina 
for the Jefferson Standard Life. He suc- 
ceeds W. E. Clifton, who was recently 
transferred to Virginia. Mr. Cochran 
has been special agent for the Jefferson 
Standard at Monroe, N. C. 


A. P. Boyce General Agent 
A. P. Boyce has been named general 
agent at Red Bank, N. J., by the Bank- 
ers National Life. In the past he has 
been in general insurance work. 











Pan-American Life Appointments 


R. E. Johnson, who becomes man- 
ager of the Pan-American Life at 
Charleston, S. C., entered the life insur- 
ance field in 1928. He went out of the 
business in 1930, but reentered it three 
years later in a managerial capacity. 

J. E. Davis becomes manager at Dun- 
can, Okla. He was born at Chaulknit, 
Tex., and has spent most of his life in 
and around Duncan. He entered the 
life business in 1927. 


Carroll G. Seward’s Change 


Carroll G. Seward, for several years 
partner with K. W. Eldredge, as gen- 
eral agents for the Massachusetts Mu- 
tual in Boston, has associated with the 
F. E. DeGroat Agency of the Mutual 
Benefit Life in Boston. 


Bankers, Neb., Names Four 


John J. Heiser is the new general 
agent of the Bankers Life of Nebraska 
in north central Illinois, with headquar- 
ters at Ottawa. Roger H. Young has 
been named general agent at Aurora, 
and Ward W. Hartman at Rockford. 
H. F. Lawrence, former athletic director 
of the state teachers college at Mary- 
ville, Mo., has been named general agent 
there. For the last six years he has been 
in insurance work. ; 


Brothers Made Managers 


The Fidelity Mutual Life has ap- 
pointed William Cantor as manager for 
eastern Massachusetts with head- 
quarters in Boston, and James Cantor, a 
brother, as unit manager with head- 
quarters in Lowell. The company al- 
ready has two other offices in Boston 
of which George H. Tracy and James 
Trefrey are managers. William Cantor 
has conducted an agency in Lowell for 
some years and a year ago was made 
general agent of the United Life & 
Accident, 


Pipe Named at Kalamazoo 
The Ohio State Life has appointed 
D. C. Pipe as general agent at Kala- 
mazoo, Mich. He was for 14 years 
manager of the American Life of De- 
troit at Pontiac. 


Joins State Mutual Life 
The State Mutual Life has appointed 
Henry P. Foust general agent at 
Greensboro, N. C. Mr. Foust has been 
in the life insurance business since 1916, 























and his experience includes home office 


training, general agent and as agent. He 
is one of the biggest producers in 
Greensboro, and is a C. L. U. He was 
formerly general agent Massachusetts 
Mutual for North Carolina and has 
since represented the Phoenix Mutual 
in Greensboro. 


L. G. Ellsworth, A. K. Jensen 


L. G. Ellsworth has succeeded A. K. 
Jensen as Denver general agent of the 
West Coast Life. Mr. Ellsworth was for- 
merly agency manager in Casper, Wyo., 
and will now have charge of both states. 
He was also secretary of the Wyoming 
Association of Life Underwriters. Mr. 
Jensen has been transferred to the north- 
west where he will be in charge of con- 
servation in Washington and Oregon. 








Names District Agents 


E. W. Wade, San Antonio, Tex., field 
supervisor Pan-American Life, has ap- 
pointed these district agents: J. L. 
Brock, Bryan, Tex.; Fred O. Placke, 
Giddings, Tex., Lee and Bastrop coun- 
ties; Eugene Porter, Belton, Texas; Bell 
and Coryell counties; L. B. Horton, San 
Angelo, west Texas. 





Open Office in Steubenville 


The Connecticut Mutual is to open 
an office in Steubenville, O., with C. C. 
Taylor of Cleveland as manager. 





Hallaway Made Beaumont Manager 


Tom Hallaway has been named 
branch manager of the Texas Pruden- 
tial at Beaumont, Tex. 





Life Agency Notes 

H. MeDevit has been appointed Mon- 
treal manager of the Empire Life to suc- 
ceed L. A. Wright, resigned. 

L. A. High, manager of the Columbus 
agency of the Ohio State Life, appointed 
Willard Morris as agency supervisor. 
Mr. Morris joined the Ohio State Life in 
1926. 


Minneapolis Men to Meet 


MINNEAPOLIS, July 2.—The Min- 
neapolis Life Managers Association will 
hold its final meeting of the season at 
the Golden Valley Golf Club July 7. 
Following a luncheon and _ business 
meeting at noon the members will take 
part in a golf match in the afternoon 
and conclude the day with a dinner and 
party in the evening. At the business 
meeting legislative matters and revisions 
in the code of ethics will be discussed. 


Fairbury, Neb., Agency Feted 
For winning first place in the national 
drive conducted during May in observ- 
ance of the 49th anniversary of the com- 
pany, officers of the Bankers Life of 
Nebraska tendered a banquet at Fair- 
bury, Neb., to members of the V. A. 
Marshall agency and their wives. 

Mr. Marshall and these leading pro- 
ducers were presented with plaques for 
having exceeded their quotas: Al Spen- 
cer, Fairbury; H. W. Calvin, Hebron; 
L. C. Krutz, Dorchester, and George W. 
Arnold, Geneva. Howard Wilson, presi- 
dent Bankers Life, made the presenta- 
tions, assisted by D. W. Cook, vice- 
president, and Ivan Devoe, manager of 
agencies. 





Pope to Serve as Receiver 


LITTLE ROCK, ARK., July 2— 
W. L. Pope, former attorney general, 
will serve as receiver for the National 
Standard Life, the Arkansas supreme 
court ruled in affirming the action of 
Chancellor Dodge in rescinding the 
earlier appointment of Bruce Bullion as 
receiver on application of a stockholder. 
After the receivership action had been 
instituted in chancery court here with 
announced plans to effect a reorganiza- 
tion of the company, the company was 
certified as insolvent by Commissioner 
Gentry and Carl E. Bailey, attorney 
general, sought and secured the appoint- 
ment of another receiver in circuit court 








to liquidate the company. 
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CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


437 So. Hill Street 
LOS ANGELES 














114 Sansome Street 


SAN FRANCISCO 


CONNECTICUT 
Frederic S. Withington 


Consulting Actuary 
317 Willow Street 
New Hayen, Conn. 


ILLINOIS 


DONALD F. CAMPBELL 
Consulting Actuary 


160 N. La Salle Street 
Telephone State 1213 
CHICAGO, ILLINOIS 


















































Specialty, Income Taxes of Insurance 


Companies 
WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 
111 West Monroe Street, Chicago 


Organization, Management, Tax Service 
Washington Office Investment Bldg. 














CONOVER, GREEN & CO. 


Actuarial and Insurance Consultants 
120 South LaSalle Street, Chicago 


Chase S. Conover 
Walter C. Green 


INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 


Telephone 
FRAnklin 3868 


























HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 


MISSOURI 


ALEXANDER C. GOOD 


Consulting Actuary 
Central Missouri Trust Company Building 
Jefferson City, Missouri 


NEW YORK 


MILES M. DAWSON & SON 
CONSULTING ACTUARIES 


500 Fifth Avenue New York City 
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Consulting Actuaries 











Edward B. Fackler William Breiby 
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SALES MEETINGS 





Del Monte Regional Meeting 


Home Office Delegation in Charge of 
Pacific Coast Gathering of 
Reliance Life 








With qualified representatives present 
from the intermountain department, 
Oregon, Washington and California, the 
Reliance Life’ of Pittsburgh held its re- 
gional convention at Del Monte — a 
home office delegation, headed by 5, NN 
Jamison, executive vice-president, con- 
ducting the sessions. 

<. C. Sparver, director of agencies, 
opened the first day’s sessions, which 
was addressed by Vice- president Jami- 
son and company leaders. 

At the second day’s sessions, Nels J. 
Nelson, northern California agency 
manager, spoke on “Program Selling.” 
Tuesday evening all representatives and 
their wives were guests at a banquet. 

The final day, Wednesday, was opened 
by C. E. Stumb, assistant superintend- 
ent of agencies. Assistant Secretary B. 
L. Sichelstiel spoke, followed by group 


discussions, Vice-president Jamison and 
Director of Agencies Sparver, also 
spoke. 


Managers in Attendance 


Managers attending, other than Mr. 
Nelson who appeared on the program, 
were: V. J. Adams, Los Angeles; R. S. 
Buzzard, Seattle; Robert W. Earl, Port- 
land, and P. A. Goodman, Denver, 
agency representative for the intermoun- 
tain territory. A round table meeting 
was held Thursday for the managers. 

On Friday through the Northern 
California Agency Club, arrangements 
were made to entertain home office ex- 
ecutives with a boat trip to the sites of 
the Oakland-San Francisco Bay bridge, 
the Golden Gate bridge and the 1939 
exposition grounds. A luncheon will be 
held in the Palace Hotel, which will be 
attended by the entire agency force. 


To Hold Denver Meeting 


J. C. Higdon, vice-president in charge 
of sales of the Business Men’s Assur- 
ance, will conduct a regional sales meet- 
ing for Colorado and Wyoming agents 
at Denver July 6-7. M. M. Studebaker, 
manager of the area, will assist. 


Dr. Rockwell's outline, “Practical Life 
Insurance Salesmanship,” boils down his 
teachings at Carnegie Tech and in his 
life insurance. classes. Price, $1.25. 
Order from The National Underwriter. 





General American’s Meeting 





Field Clubs Holding Forth This Week 
at Mackinac Island—Features of 
the Program 





The agency clubs of the General 
American Life are meeting at Mackinac 
Island this week, the business sessions 
being held Thursday and Friday. Presi- 
dent W. W. Head of the company pre- 
sided at the opening session and gave 
a talk. Fred F. Sale is president of the 
President’s Club and T. J. Gibbons of 
the Leaders’ Club. Among the home of- 
fice people who talked besides President 
Head are D. W. Hopkins, assistant 
agency superintendent; E. E. Brill, vice- 
president; Allan May, general solicitor; 
A. W. Greenfield, assistant vice-presi- 
dent; J. T. Lynn, superintendent of 
age O. J. Burian, actuary, and Dr. 

Ready, medical director. Insur- 
bes ‘Commissioners Ketcham of Mich- 
igan and O’Malley of Missouri are 
scheduled to speak at the banquet. A 
number of managers are on the program. 
Vice-president J. J. Moriarty was un- 
able to be present owing to illness. 





Northwestern Mutual’s Plans 





Program Announced for Annual Meet- 
ing of Agents’ Association in 
Milwaukee July 20-22 





MILWAUKEE, July 2.—The theme 
for the annual meeting of the North- 
western Mutual Association of Agents 
July 20-22 will be “Let’s Do Whatever 
It Takes.” 

V. C. Plummer, Rockford, Ill., asso- 
ciation president, will preside at the 
opening session. President M. J. 
Cleary will extend welcome, with re- 
sponse by Mr. Plummer. Grant L. Hill, 
director of agencies, will then introduce 
the honor men and give his annual ad- 
dress. F.C. Repass, Waterloo, Ia., will 
preside at the afternoon session, and F. 
R. Olsen, Minneapolis, vice-president, 
will speak on the convention theme. 

With N. L. Baker, assistant counsel, 
presiding as trial judge in a court room 
scene and the whole assembly acting as 
the jury, an agent will be tried for fail- 
ure to use the sales aids placed at his 
disposal by the company. “Attorneys” 
will guide expert “witnesses” in “testi- 
mony” covering finding and qualifying 
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Low Cost Preferred Risk 


Ordinary Life—Family Income—Adjustment 


Retirement Income Endowments 
Income @ 55; 60, 65 or 70 
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Attractive General Agent’s Contract 


Philadelphia Life Insurance Company 
| ' 111 North Broad Street 
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prospects, using company advertising, 
card messages and leads, organizing 
oneself on the job, cultivating prospects 
in all stages of development, interview- 
ing them for preliminary and closing 
purposes, and recording one’s activities. 


“Power Words and Phrases” 


On Tuesday with S. A. Erickson, 
Mankato, Minn., as chairman, five lead- 
ing producers will deliver short talks 
n “Power Words and Phrases.” Con- 
cluding the morning session, N. D. 
Phelps, assistant director of agencies, 
will speak on “Do You Know What It 
Takes?” discussing the company’s new 
educational course. 

Divided sessions will be held after 
luncheon. At one for agents under con- 
tract for three years or more, with R. 
W. Emerson, St. Louis, presiding, B. 
B. Boyd, Kansas City, will discuss 
“Profitable Programming.” . | AR 
Ricker, assistant secretary, will speak 
on “Fundamentals of Option Settle- 
ment,” at the other session for newer 
agents, C. O. Law, Wheeling, W. Va., 
chairman. Resuming general sessions 
with Mr Law presiding, new helps for 
selling business insurance will be dis- 
cussed. W. E. Jones, assistant counsel, 


will explain the revised “Collateral 
Agreements.” 
F. N. Tornow, Buffalo, chairman 


standing committee, will preside at the 
final session. A producer selected at the 
$500,000 Round-Table breakfast Tues- 
day morning will present “Echos” from 
that conference. The annual business 
meeting and election will follow, after 
which a skit, “Me and My Shadow,” 
will present a dramatized review of the 


convention. An inspirational address 
by President Cleary will close the 
meeting. 





Flickinger Agency Meeting 

Leading producers of the Dan W. 
Flickinger Indiana agency of the John 
Hancock Mutual Life met at Lake 
Maxinkuckee, Culver, Ind., for a three- 
day convention. 

Those attending, who qualified as 
members of Indiana Field Club, were 
W. B. Lichtenstein, E. R. Grisell and 
Sid Mahalowitz, all of Indianapolis; C. 
K. James, Peru; M. E. White, Kokomo; 
John C. Irwin, South Bend; G. H. 
Goethals, Mishawaka; Fred H. Beach, 
Vincennes; Jake Bertsche, Fort Wayne, 
and Earl E. Hillsman, Muncie. 

Business sessions were in charge of 
Ray O. Woods, sales manager. 
Burkart, office manager, assisted by 
Unit Managers Grisell, Lichtenstein and 
James, arranged the entertainment, in- 
cluding various sports. H. W. Morris, 
group representative, was special guest, 
and Henry G. Schafer, general agency 
supervisor from Boston, was also a vis- 
itor. 


Buffalo Dinner Honors Raines 


With over 250 guests, including lead- 
ing producers, officials of the Great 
Southern Life were hosts at a buffalo 
steak dinner in Dallas. The buffalo meat 
came from the Goodnight ranch. The 
dinner and the conference for agents 
preceding it were in honor of 13 years’ 
service with the company by A. C. 
Raines, Dallas agency manager. 

At a business session, plans for re- 
mainder of the year were discussed. The 
visiting agents then attended the Texas 
Centennial as guests of the company. 
President E. P. Greenwood and Mr. 
Raines presided at the meetings. 

Among special guests at the dinner 
were R. L. Daniel, Texas life commis- 
sioner; Giles Kelley of the insurance de- 
partment; Congressman Fred L. Craw- 
ford and wife of Saginaw, Mich., and 
several Dallas bankers. 


Massachusetts Probe Killed 


BOSTON, July 2.—One of the clos- 
ing acts of the Massachusetts legislature 
was to kill ‘the bill creating a special 
commission to investigate the business 
methods and affairs of industrial com- 
panies. After a spirited debate the 
house passed the bill. However, the 





senate rejected the measure. 
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New Policies, Premium Rates, Dividends, Surrender 
Values and ge in Policy Literature, Rate 


Books, etc. nting the “Unique Manual. 
Digest.” p annually in May at $5.00 and the 
“Little Gem” published annually in March at $2.0 
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Annuity Rates Are Increased 





Midland Mutul Life Adopts Prevailing 
Level—Retirement Forms Now 
on 3 Percent Basis 


peso 





The Midland Mutual Life has anf 
nounced increased rates on single pre- F> 
mium annuities, effective July 1. The PF 
new rates are on the same levels as F 
those generally prevailing among the | 
eastern companies issuing non-partici- 
pating annuities. They are based on the 
American annuitants’ male table, stepped 
back one age for male iives and five 
ages for female lives, with 3 percent in- 
terest. 

In line with the action in connection 
with single premium annuities, the in- > 
erest rate for accumulation of reserves [- 
on the company’s personal life income 
policies (retirement annuities) has been 
reduced from 3% percent to 3 percent 
and the monthly income settlement op- 
tions at maturity have been reduced. The 
following table shows a comparison of 
the monthly income settlements, 120 
months certain and for life, between the 
old and new options for each $100 an- 
nual premium unit—male life: 


New 











Age at a Sil sine oo_———=—_—*, 
Issue 60 65 70 
(5 OE Ace ae Neer: $26 70 a 74 69 $52.30 $70.92 
va vibesiecexa-erare 20.39 9.58 41.8 57.59 
Rp xeiotina: 0:0 veh eos 14.94 32°89 32.86 46.10 
BD pesvora shokaierane 10.24 16.55 25.09 36.18 
MD Gis -sKeie ar e'ece 6.19 1.34 18.39 27.62 
RI eissraraseiitecets 2.78 6.85 12.60 20.25 
Old 
Maturity Ages 
55 60 65 75 
$29.56 $42.25 $59.32 $81.64 F 
22.22 32.63 46.70 65.16 F 
16.04 24.53 36.07 51.30 Fe 
10.85 ia 27.11 39.62 B 
6.47 LST 19.58 29,78 Be 
2.86 7.14 13.23 21.51 Fe 
Similarly, the monthly income option }~ 
providing payments for a selected num- |) 
ber of years certain and for life, con- | ~ 
tained in life and endowment insurance |” 
policies, has been revised with a reduc: |~ 
tion in the amounts of monthly income : 
provided. The option for five years cet- |” 
tain and for life has been eliminated, the F 





new option providing for payments “cer- | 
tain for periods of 10, 15 and 20 years. ! 





Manhattan Life F 








Due to a typographical error on page 
A-128 of the 1936 Unique Manual-Digest, | 
the Manhattan Life is shown as paying 4 | | 
stock dividend of 77 percent in 1935. The }_ 
dividend was only 7 percent. Fa 








Lincoln National 


ta 

Reserves for 1933 and 1934 shown on | | 
page A-126 of the Unique Manual-Digest, | 
include the Royal Union and Norther? | ~ 
States figures with those of the Lincoln | 


National. Reserves on Lincoln National |” 
business only are $74,376,226 for 1933 and | 
$77,458,681 for 1934. The company opel: | — 
ates in Connecticut and Maine in addition ia 
to the territory shown in the Unique = 
Manual-Digest. e 





Loyal Life 


Loyal Life business is based on the |7 
3 percent reserve basis. Some business |” 
is full level premium and some on the 
New Jersey modification of preliminagy 
term basis, 








CA RE 


Western and Southern Outing’ 


A party for some 60 representatives © 
of the Western & Southern Life and § 
their wives was held .at:a country club 
near Jackson, Mich., with H. F.* Mati > 
Jackson manager, as_ host. ©, Visiting 
managers included: E. A. King, Detroit- 
South; C. F.. Leneweaver, Saginaw; 
Robert Adams, Detroit-Grand River; 

T. Davidson, Detroit-East, and R 
Murphy, Flint. 
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~~ LEGAL RESERVE FRATERNALS 





Illinois Congress to Meet 
on Back Tax Suit Situation 
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The tax situation affecting fraternals 
will be discussed at a meeting of the 
Illinois Fraternal Congress in the Hotel 
Sherman, Chicago, the afternoon of July 
20. The session will convene at 2 p. 
m., President D. T. Winder announces. 
There will also be discussion of inter- 
pretations of the new Illinois fraternal 
law. 

Mr. Winder noted the suggestion of 
Commissioner W. A. Sullivan of Wash- 
ington as retiring president at the St. 
Paul annual meeting of the National 
Association of Insurance Commission- 
ers that the organization might under- 
take or authorize development of a con- 
structive program to “avert or mitigate” 
the hardship that would result from a 
final unfavorable decision in the back 
tax suits against fraternals, who, he 
held, filled a definite need in giving pro- 
tection “of paramount importance and 
interest to a vast number of our cit- 
izens.” He suggested the fraternal sys- 
tem submit such a program to the com- 
missioners. 

Mr. Winder urged societies to prepare 
to submit a plan of action to this end. 





May Continue in Oklahoma 


OKLAHOMA CITY, July 2.—Fra- 
ternals operating in Oklahoma against 
which back tax suits were filed will con- 
tinue until cases on appeal have been 
finally decided, the federal court, west- 
ern Oklahoma district, ruled this week. 


An injunction had been sought by the 
Modern Woodmen to restrain the state 
from enforcing an order forbidding the 
department to issue licenses until the 
society paid the 2 percent premium tax. 
All societies involved were required to 
furnish bond to cover the taxes claimed 
by the state. 





File Suit for Accounting 


Suit for an accounting of the Security 
Benefit Home and Hospital of Topeka, 
Kan., was filed this week in Shawnee 
county district court there by Fredonia 
C. Cole, Wilber Mayne and Cora B. 
Johnson, members of the fraternal. 
They charged diversion of funds of the 
home and hospital. 

The hospital represents an investment 
of more than $1,000,000, it is reported, 
being one of the finest in Kansas. There 
are also homes for aged members and 
a home and school for orphans of mem- 
bers. A special assessment of 5 cents 
a month per member was made to build 
and support the institution, to which 
all members in good standing are eli- 
gible, 





Vice-president Gibbs Dies 
W. E. Gibbs, vice-president Chicago 
Fraternal Life, died in Englewood, IIl., 
hospital at the age of 60. He had been 
for 43 years a collector for England, 
O’Toole & Kays, Chicago law firm. 





The International Workers Order, New 
York fraternal, has been licensed in 





Minnesota. 








NEWS OF LIFE 


ASSOCIA TIONS 





Prouty Los Angeles President 


Million Dollar Producer of Massachu- 
setts Mutual Heads Association 
There for Coming Year 








LOS ANGELES, July 2.—Phinehas 
Prouty, Jr., a leading producer of the 
Los Angeles agency of the Massachu- 
setts Mutual Life and a life member of 
the Million Dollar Round Table of the 
National association, was elected presi- 
dent of the Life Underwriters Associa- 
tion of Los Angeles at the annual meet- 
ing. He succeeds Harold G. Saul, gen- 
eral agent John Hancock Mutual. Other 
officers elected are: Alex. A. Dewar, 
manager Equitable of New York, vice- 
president; George E. Faries, Travelers, 
second vice-president, and Richard B. 
Porter, Provident Mutual, treasurer. Di- 
rectors elected are: R. D. LaPrelle, 
Equitable of New York; Mr. Saul; H. 
E. Belden, Union Central, and Jack 
White, Prudential. 

Russell L. Hoghe, manager Equitable 
of Iowa, chairman of the membership 
committee, reported the addition of 77 
new members the past nine months, with 
total membership to date of 281. The 
directors presented Retiring President 
aul an illuminated parchment testi- 
monial, signed by all association mem- 
bers, expressing appreciation of the re- 
sults achieved by the organization dur- 
ing his administration. 

e's 
_ Central Massachusetts—At a meeting 
in Worcester W. C. Lane, president 
Becker College of Business Administra- 
tion, spoke on the C. L. U. degree. These 
officers were elected: President, W. R. 
Carrick, Aetna Life; vice-president, J. J. 
Redigan, Northwestern Mutual Life; sec- 
retary, R. W. Carey, State Mutual Life; 
treasurer, C. J. W. Sperry, Massachusetts 
Mutual Life; national committeeman, B. 
W. Ayres, Massachusetts Mutual Life; 
directors, R. C. Peterson, New England 
potual; W. B. Nolet, Metropolitan Life; 

- B. Snow, State Mutual Life; H. M. 
Carlton, Connecticut General; E. N. Hen- 
nessey, Phoenix Mutual Life. 








Montgomery Sales Congress 





Stratford Named President of Alabama 
Association of Life Underwriters 
at Gathering 





MONTGOMERY, ALA., July 2.— 
Nearly 300 delegates and visitors at- 
tended the annual convention and sales 
congress of the Alabama Association of 
Life Underwriters held here, which was 
pronounced perhaps the most beneficial 
gathering in the organization’s history. 

Birmingham was selected as the meet- 
ing place for the 1937 convention. Mo- 
bile extended a pressing invitation but 
finally yielded to Birmingham after be- 
ing promised the 1938 gathering. 


New Officers Elected 


John B. Stratford, district manager 
Equitable Life of New York at Mont- 
gomery, was elected president to suc- 
ceed J. O. Ogle, Birmingham. Owing 
to the consolidation of the Birmingham 
and Bessemer associations, only three 
vice-presidents were elected as against 
four last year. They are: E. A. Zel- 
nicker, Union Life, Mobile; Earl An- 
drews, Montgomery, Protective Life; and 
J. Furniss Lee, Birmingham, Mutual 
Benefit Life. Mr. Stratford at a later 
date will appoint a new secretary and 
treasurer to succeed T. J. Huey, Pru- 
dential, Birmingham. 

Superintendent Julian Talks 


Insurance Superintendent Julian of 
Alabama extended a welcome and 
stressed the need of hard work when he 
pointed to the fact that last year or- 
dinary life business in force in Alabama 
increased only $2,000,000, whereas there 
was an increase of $10,000,000 in group, 
and $15,000,000 in industrial. 

Telegrams of greetings were read 
from Lester O. Schriver, president Na- 
tional association; Theodore M. Sim- 
monds, vice-president Pan-American 
Life, and S. F. Clabaugh, president Pro- 


tective Life. The latter was to have de- |. 





livered an address but was unable to 
attend. 

T. J. Huey, superintendent Prudential 
at Birmingham told of the origin and 
development of industrial insurance and 
the splendid service it is giving. He 
cited also the great benefit of industrial 
insurance to the working people. 


He closed with a plea for harmony 
between the ordinary and industrial de- 
partments of insurance. M. A. Linton, 
president Provident Mutual Life, spoke 
on “The Investment Phase of Life In- 
surance in 1936,” his fine study being 
presented on Page 2. 

James E. Woodward, vice-president 
Life of Virginia, spoke on the selection 
and training of agents. “What we need 
in the life insurance business is fewer 
and better agents,” he said. “We've got 
too many agents and some of you are 
responsible for this situation. We must 
decide we want only first class agents 
and what it takes to make them, and 
not vary from the rule.” He held there 
must be an improvement in selection or 
eventually the various insurance depart- 
ments would demand it. 

Talks on selling problems by H. M. 
Powell, Atlanta general agent State Mu- 
tual Life; Holgar J. Johnson, Pitts- 
burgh general agent Penn Mutual, and 
Dr. Hubert Greaves, professor of pub- 
lic speaking at Yale University, are re- 
viewed in the “Sales Methods” depart- 
ment of this issue. 

* & * 


Carey Named President of 
Rhode Island Association 


PROVIDENCE, R. I., July 2.—The 
Rhode Island Life Underwriters Associ- 
ation at its annual meeting and outing 
at the Glocester Country Club elected 
Edmund F. Carey, general agent State 
Mutual Life, as president; C. H. Stull, 
New England Mutual, vice-president, 
and George Carroll, secretary-treasurer. 
The directors include H. T. Cook, na- 
tional committeeman; Maurice H. 
Stearns, John Hancock; W. K. R. Holm, 
Jr., Penn Mutual; Irving Locksley, Wal- 
ter Brokaw and C. A. Bursley, Travel- 
ers; Dana R. Arnold, Equitable Life of 
New York, and Winthrop Winslow, 
Massachusetts Mutual. 

The association reported an 88 per- 
cent gain in membership the past month, 
which makes a total membership of 175. 
M. Joseph Cummings of the state in- 
surance department was the principal 
speaker at the dinner. 

Retiring President Cook was pre- 
sented a silver mounted ebony gavel, 
suitably inscribed. He announced that 
in addition to the 11 elected members 
of the board, each agency having five 
or more active association members, and 
not represented by a director, may elect 
from its office an associate director who 
will be invited to sit in at all board 
meetings. It is expected that by thus 
providing for wider representation by 
agencies, a much larger and more active 
membership will result. Membership the 
past year increased 88 percent. M. J 








Cummings, Rhode Island commissioner 
of banking and insurance, in his talk 
made the suggestion that standards for 
life agents be raised by approving for 
license only those men and women who 
are properly trained and devoting a ma- 
jor portion of their time to the life in- 
surance business. 

* * # 


Florida State Meeting 


The Florida Life Underwriters Asso- 
ciation has accepted the invitation of the 
St. Petersburg association to hold the 
annual state sales congress in that city 
in February, 1937, A. W. Litschgi, presi- 
dent of the state body, announced at 
a meeting of the St. Petersburg associa- 
tion, where he was a guest speaker. 

* * x 

Oakland-East Bay, Cal.—Clark A. 
Moore, Aetna Life general agent at Oak- 
land, was elected president at the an- 
nual meeting. He succeeds James L, 
Taylor, general agent Connecticut Mu- 
tual Life. George Mortensen, Equitable 
of New York, was reelected vice-presi- 
dent and Gerald Whitaker, Travelers, 
was elected vice-president. E. M. Stone, 


WoopMEN oes Worp 


Six Modern Legal 
Reserve Contracts 





© Ordinary Life 

@Twenty Payment Life 

© Endowment at Seventy 
@Twenty Year Endowment 
© Family Income, 
®@Juvenile 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for forty-six years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 

a) 


Write for particulars and 
open territory to 


PETER F. GILROY, President 
1447 TREMONT PLACE 
DENVER, COLORADO 





LUTHERAN MUTUAL AID SOCIETY 


WAVERLY, IOWA 


Legal Reserve 


on the | 
American Experience 3% Basis | 


Life Insurance 
| 
| 














18 


THE NATIONAL 


UNDERWRITER 


July 3, 1936 








Metropolitan Life, was elected secretary- 
treasurer succeeding H. H. -Hughes. 
Fred S. Siler, John Hancock Mutual Life, 
was elected national executive commit- 
teeman. Directors elected are: A. M. 
Stanley of the State Farm Life; H. H. 
Hughes, New York Life; E. T. Engel, 
Prudential; J. J. Stegge, Lincoln Na- 
tional. c. G. Keehner, Massachusetts 
Mutual, was reelected to the board. Re- 
tiring President Taylor will also serve 
on the board. 
* * * 

South Carolina—John B. Cannon of 
Spartanburg was elected president at the 
annual meeting in Columbia, succeeding 
J. R. Roseberry of Columbia. Mr. Can- 
non is a past president of the Spartan- 
burg association’and has been in demand 
as a sales congress speaker. 

Vice-presidents elected were W. S. 
Buice,: Anderson; F. W.-Graham, Green- 
ville; H. T. Shockley, Spartanburg; M. H. 
Reedy, Florence; Joe Jenkins, Charles- 
ton, and C. H. Jones, Columbia. J. L. 
Perkins of Columbia was reappointed 
secretary-treasurer. 

* * 

Buffalo, N. ¥.—The foursome repre- 
senting the New England Mutual won 
the association’s annual golf tournament. 
On the prize winning team were c- @ 
Fegley, Jr., A. G. Goehring, F. F. Manthar 
and Albert Smith. An outing program 
followed the golf. 

* * * 

Wichita Falls, Tex.—D. B. Daugherty, 
Jr., has been reelected president; W. C. 
Krauss, vice-president, and J. L. Sowell, 
secretary-treasurer. 

* *« * 

Burlington, Vt.—B. F. Garrity, mana- 
ger Metropolitan Life, was elected presi- 
dent to succeed G. A. Awde, Jr., New 
York Life. H. A. Wedge, Equitable Life 
of New York, was elected vice-president; 
P. H. Page, National Life of Vermont, 
secretary; and H. L. Hunt, Connecticut 
Mutual, treasurer. The directors are Mr. 
Awde, R: E. Carty, John Hancock; oO. W. 
Hill, Union Central; H. C. Avery, John 
Hancock: A. R. Briggs, Mutual Life of 
New York, and C. E. Fisher, New_Eng- 
land Mutual. Henry C. Farrar, Provi- 
dent Mutual, Rutland, president of the 
state association, was the principal 
speaker. 

* kK * 4 

Greenville, S. C.—B. C. Fletcher is 
president. F. W. Graham, the retiring 
president, was elected vice-president. One 
of the speakers was E. A. Crawford, as- 
sistant vice-president of the Life of Vir- 
ginia, 

* * * 

Chattanooga, Tenn.— Jack Diamond, 
Metropolitan Life, who was largely re- 
sponsible for an increase in membership 
of 117 within the fiscal year, is elected 
president. He succeeds L. W. Rhodes, 
who was elected president of the Ten- 
nessee association. Mr. Rhodes is home 
office manager of the life department of 
the Interstate Life & Accident. 

Other officers elected are: R. C. Green, 
Equitable Life, N. Y., vice-president; J. 
H. Abbott, Prudential, secretary-treas- 
urer. Directors are Paul M. Ray, Provi- 
dent Life & Accident; Terry Archer, Na- 
tional Life & Accident; C. T. Yates, Life 
& Casualty; E. K. Wassman, Aetna Life. 

*x* * * 

Grand Island, Neb.—L. V. Greenwood 
has been elected president of the Grand 
Island association. C, M. Stewart was 
chosen vice-president; L. G. Waggener, 
secretary-treasurer; L. E. Treat, na- 
tional committeeman, and H. P. Zieg, 
Hubert Adkisson, J. E. Buck, L. E. Baron, 
A. A. Roeser, and B. EB. Phillips, direc- 
tors. At the meeting July 15, J. N. 
Jamison, executive vice-president, and 
J. F. Johns, assistant superintendent of 
agencies, Reliance Life, will speak. 

me +k & 

Harrisburg, Pa.—T. J. Sullivan, district 
manager for the Edward <A. Woods 
Agency of Pittsburgh, has been elected 
president of the Harrisburg branch of 
the Pittsburgh association. He entered 
the agency in May, 1923. On June 1, 1933, 
he became district manager in Harris- 
burg. 

* * * 

Stamford, Conn.—Merle Hunt is presi- 
dent, A. I, Serno, vice-president; L. I. 
Crosby, secretary. 

* * * 

Winfield, Kan.—The Cowley county as- 
sociation elected following officers: 
President, John Floyd, who is vice-presi- 
dent state association; vice-president, 
Charles Cloud; Glenn Yoder, reelected 
secretary, and Miss Jennie Butcher, 
treasurer. Mr. Floyd, Mr. Yoder and F. 
D. Lamb, Manhattan, supervisor of 
agents Manhattan Mutual Life, were 


‘among the speakers. 
* * * 
Kansas—President Riley G. Cunning- 
iham_is preparing for a meeting of the 








Colorado Elects Officers; 
Plans for National Meet 











DENVER, July 2.—Guy Gay was 
elected president of the Colorado Asso- 
ciation of Life Underwriters at the an- 


nual banquet and election of officers 
held at Troutdale in the Pines. Vice- 
presidents elected are: C. E. Davis, 


Denver; Edgar L. Greer, Greeley, for 
northern Colorado: William B. Rogers, 
Pueblo, for southern Colorado. Al Sev- 
ers was named secretary-treasurer. J. S. 
Edwards was elected a director for one 
year. Directors are: George Williams, 
C. E. Eddleblute, A. N. Meyer, and 
D. J. Harrington. Jack Robinson is the 
retiring president. 

Many letters of approval are coming 
in to the Colorado group from other 
state and city associations in support of 
Colorado’s bid for the 1937 national 
convention. The membership drive to 
augment the state group so that it can 
handle the national meeting will be 
completed this week. 








state association executive committee to 
be held at Topeka at which time the 
year’s program will be organized. A new 
secretary must be selected to succeed 
Vv. J. Pobrislo, formerly of the Mutual 
Life of New York, who is joining the 
Columbian National at Denver. 
* * 

Pensacola, Fla.—The association elected 
the following officers at the June meet- 
ing: Knowles Hyer, Equitable Life of 
New York, president; Morris Levy, vice- 
president, and J. V. Riera, secretary- 





treasurer. Directors will be elected at 
the July meeting. 
+k: ‘ 
Wichita, Kan.—Wayne Clover, Penn 


Mutual general agent, was elected presi- 
dent; James Caldwell, Dulaney, Johnston 
& Priest agency of the Aetna Life, vice- 
president, and Earl Warson, Mutual Life 
of New York, secretary. R. G, Cunning- 
ham, Metropolitan, new president of the 
Kansas association, is the retiring presi- 
dent of the Wichita association. 
* * * 

Madison, Wis.—Robert L. Hesse, Lin- 
coln National Life, was elected president 
to succeed W. C. Rhodes, Business Men’s 
Assurance. Other new officers are: M. 
H. Smith, Equitable, vice-president; 
Charles Tomlinson, Bankers Life of 
Iowa, secretary, and John Hovey, treas- 
urer. President-elect Hesse has been ac- 
tive in state and National association 
activities and is secretary of the Wis- 
consin state association. 

* * * 

Milwaukee—M. F. Heilig, Equitable 
Life, was elected president to succeed 
J. N. Patterson, New England Mutual. 
Other officers elected are: S. L. Klarer, 
Northwestern Mutual, first vice-presi- 
dent; W. A. Scheuber, Lincoln National, 
second vice-president; H. R. Buckman, 
Old Line Life, secretary, and M. E. Taft, 
Travelers, treasurer. New directors are 
H. B. Wells, Mutual Life of New York, 
and B. W. Moehle, New York Life. 

*x* *k * 

Wheeling, W. Va.—F. T. Shepherd, 
general agent Penn Mutual Life, is the 
new president, and G. F. Ashenhart, Pru- 
dential, vice-president. Directors are 
Robert Ripley, Equitable Life of D. C.; 
W. P. Gwathmey, Mutual Life of New 
York; E. I. Taylor, Guardian Life, and 
H. J Hores, Equitable of New York. 

J. A. Morrison, retiring president, out- 
lined the activities of the past year and 
announced that the membership is now 
128. Claude A. Vaden, state manager 
Prudential and the father of the asso- 
ciation, who was its first president 25 
years ago, told of its growth, as did 
Roy B. Naylor, for 20 years a member 
ef the association. J. P. Parbenz, 
Wheeling attorney, also spoke. 

* * * 

Beaumont, Tex.—New officers are: 
Charles M Carroll, president; M. L. 
Downey, vice-president; Jane Bane, sec- 
retary. John K. Casey spoke on “Power 
and Influence of Organization to Serve.” 

* * * 

Memphis—The following officers have 
been elected: President, Jeff Gros, asso- 
ciate general agent Massachusetts Mu- 
tual; vice-presidents, H. N. Martin, 
Metropolitan Life; and A, T. Joseph, 








Texas to Stage a Vigorous 
Fight for National Meeting 





(CONTINUED FROM PAGE 4) 


chairman of the Texas Fire Prevention 
Committee and formerly chairman of 
the board of insurance commissioners of 
Texas. He declared that it is now so 
well established as a part of the basic 
insurance law of Texas that he is hope- 
ful that it will be dropped as a subject 
of controversy and discussion. 

Other speakers included O. D. Doug- 
las, Lincoln National, San Antonio; E. 
D. Shepherd, Connecticut Mutual, Hous- 
ton; Ricks Strong, General American, 
Dallas; Barney Shields, Great National, 
Dallas; H. T. Childre, State Mutual, 
Dallas, and W. E. Talbot, Southland 
Life, Dallas. 


W. E. Lord & Co. Appointed 


The W. E. Lord Company has been 
appointed general agent in Cincinnati 
and vicinity of the accident department, 
Provident Life & Accident. It is one of 
the leading A. & H. agencies in the 
country. W. E. Lord is founder and 
active head; J. E. Klein is secretary and 
in charge of claims; W. R. Dignan sales 
manager. 


Emory Is Financial Secretary 


George N. Emory, vice-president and 
director of the Analytical Research Bu- 
reau, an investment advisory organiza- 
tion servicing the Equity Corporation 
group of investment companies, has 
been appointed financial secretary of the 
Home Life of New York. E. I. Low, 
chairman of the board, has entire charge 
of investments and Mr. Emory will be 
specifically in charge of bond invest- 
ments. He succeeds A. B. Cook, who 
recently resigned to go with an invest- 
ment security firm. 

With the research bureau Mr. Emory 
specialized in the study of credit condi- 
tions, bonds and railroad and_ public 
utility securities. From 1920 until 1933, 
when he joined the bureau, he was with 
Spencer Trask & Co., New York, where 
he was successively assistant manager 
and later manager of the bond depart- 
ment. He was graduated from Yale. 


New Supervisory Award 

The Connecticut ‘Mutual Life has an- 
nounced the “Fred O. Lyter Award” as 
a further step in developing supervisory 
work, which will be made at the 1937 
convention. Mr. Lyter has been active 
in forwarding the company’s training of 
supervisors. The Connecticut Mutual 
has also announced that it will furnish 
each individual agent with a record of 
his gain or loss of insurance in force, 
broken down into terminations by years 
and by causes. 


Novel Production Plan 


The Fidelity Mutual field is now at 
the mid-point of an unique campaign 
which seizes on the current interest in 
the forthcoming political conventions in 
developing its central theme. During 
the month it is staging for its campaign 
a nominating convention of the “Grand 
Fidelity Party.” 

Under a point system of scoring 
which involves both submitted and paid 
business based upon both lives and 
volume, the field will nominate a presi- 
dent, vice-president, convention chair- 
man, keynote speaker, and a state chair- 
man from each of the 39 states in 
which the company operates. 








Northwestern Mutual; secretary, C. L. 
Howson, Travelers; treasurer, Herman 
Appleson, New York Life; state commit- 
teeman, S. H. Turnbull, agent New York 
Life; National committeeman, R. L. 
Brightwell, Equitable Life, N. Y. New 
directors are: Bruce Blalack, Travelers; 
H. B. Jones, New York Life; E. E. Jones, 
Prudential, and W. P. Maury, Penn Mu- 
tual, 


Slide Rule. $1.50. 


Settlement Options 
4th St., 


Diamond Life Bulletins, 420 E. 
Cincinnati. 











Stock Quotations 








H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 


Par Div. Bid Asked 
Aetna Life ..... 10 .60 31% 32% 
Alliance Life ... 1 eR % j1% 
Bank. Nat. Life. 10 1.00 21 25 
Central Life, Ill. 10 wang 9 en 
Cent, States Life 5 vate 3 a 
Columbian Nat..100 4.00 85 95 


Conn., Gen. Life. 10 .80 43 


Cont.-Assurance. 10 2.00 38 40° 
Farm. & Traders.100 10.00 210 225 
Fed. Life, Chgo. 10 mis 8 hea 
Girard Life ....:. 10 -40 10 11% 
Great Nor. Life. 10 earn 5 8 
Great South Life 10 2.50 33 35 
Life & Cas. of 

co as ner 2.00 18 
TAGS OF Van sss oe 20 3.00 75 85 
Lincoln Natl. ... 10 1.20 30 31 
Natl. Life & Ac. 10 1.60 65 75 
New World .... 10 -40 6% 7% 
Northw. Natl. .. 5 sate 13% 144 
North Amer. ... 2 we 2% 3% 
Ohio National .. 10 1.00 22 25 
Ohio State Life..100 10.00 225 
Old Line Life... 10 -60 15 16 
Pacific Mutual .. 1 =e 14% 15% 
Philadelphia Life 10 my ae 3% 4% 
Provident Life... 10 -80 12 ae 
Rockford Life... 10 nate 4 8 
Bun Ente ....05% 100 Prank 440 460 
Travelers ...%.. 100 16.00 560 570 
Union Central .. 20 1.20 35 45 


Wisconsin Natl.. 10 50 16 18 








Department of Justice Is 
to Attack Insurance Crimes 
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scrutiny by the government largely be- 
cause the F. B. I. found it necessary to 
devote all its energies and limited man- 
power to the hunting down of “public 
enemies,” now largely eliminated. 

DE CELLES STUDIES PROBLEM 

BOSTON, July 2—A_ preliminary 
conference was held between Commis- 
sioner De Celles and representatives of 
the industrial companies to determine 
what if anything might be done to pre- 
vent the recurrence of the insurance 
racket which is said to have been played 
in Ludlow, Mass., and vicinity. Bene- 
ficiaries, sometimes known to the as- 
sured and sometimes not, are said to 
have played a speculative game with 
the assured’s life at stake, in order that 
they might realize the benefits of the 
policy. Commissioner De Celles stated 
company officials showed a disposition 
to cooperate and that further confer- 
ences are in order to work out a uni- 
form plan of action. 


Announce Hall Month Winners 


Winner of Hall Month agency plaques 
and individual trophies have been an- 
nounced by the Lincoln National Life. 
J. L. Mueller, Fort Wayne, repeated his 
triumph of last year by winning the 
trophy for the second straight time. 
The S. A. Bardwell agency, Cleveland, 
was also a repeat winner. This agency 
won the plaque for Class I agencies. 
The J. H. Geer agency, Akron, O., won 
the plaque for Class II agencies, and 
the H. T. Cooke agency, Fort Wayne, 
was named winner of the Class III 
agency plaque. 

The Hall month trophy won by Mr. 
Mueller is awarded annually to the agent 
whose record ranks highest on the basis 
of five quality factors. This trophy be- 
comes the permanent possession of the 
agent who wins it.. A. E. Barnett, dis- 
trict agent in Follansbee, W. Va., ranked 
second to Mr. Mueller in the contest. 








R. J. Waugh, manager of the life and 
accident department of the Travelers at 
Cleveland, sailed July 1 on the “Nor- 
mandie” for a month’s vacation in Eu- 
rope. He is accompanied by his fam- 
ily and will visit England and France. 
Mr. Waugh has been with the Travelers 
27 years. For the last nine years he has 
been manager of the Cleveland branch 
and has always had his office among 
the company’s leading offices. 
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SALES IDEAS AND SUGGESTIONS 











Leading Producers Give Tips 
at Alabama Congress 





Some tips from successful producers 
were given at the annual sales congress 
of the Alabama Association of Life 
Underwriters at Montgomery. 

H. M. Powell, Atlanta general agent 
State Mutual Life and one of the most 
successful agents in Georgia, who wrote 
one application a day for 123 days when 
he started in the business, in his address 
“It Can Be Done,” declared it “pays-to- 
advertise’ and told how, by profuse 
newspaper advertising, he and his com- 
pany became widely known in Atlanta 
and Georgia. 


Service to Poliycholders 
is Important Factor 


He emphasized the importance of 
service to policy holders, declaring that 
much of it is poor. “I claim that when 
an agent’s policyholder calls on him to 
do things,” he said, “he must be able 
to do them better than anybody else.” 
He said an agent always feels and works 
better when he has money in his pocket 
and exhibited a certified check for $500 
which he said he carries at all times. 

Mr. Powell admonished agents to 
hold their temper, even if the prospect 
gets “smart,” and illustrated this with 
a story of how he placed $35,000 insur- 
ance on a man who at first was angry 
and wanted to sue him. 

Holgar J. Johnson, Pittsburg, gen- 
eral agent Penn Mutual Life, spoke on 
“Trends.” 


Anticipating Trend 
Provides Advantage 


“A trend,” he explained, “is to be in- 
terested in what is going to happen and 
try to make it happen,” to the end that 


security legislation, and wants to be 
sure that when the government steps in 
they are going to get what is promised. 
Governmental spending, he said, also 
opens up a new avenue of prospects. 
Concluding, he said agents make their 
own markets and trends and create the 
demand for the kind of insurance the 
public wants to buy. 

Dr. Hubert Greaves, professor of pub- 
lic speaking at Yale University, spoke 
on the “Psychology of Selling.” 

The problem of speaking or selling, 
he said, is one of harmony, based on 
three principles: the language of words, 
the language of voice or tone, and the 
language of body or action. The ele- 
ment of first class salesmanship consists 
also of three requisites: honest convic- 
tion, joyful enthusiasm, and a desire to 
share this joy with someone else. 

He stressed the importance of the 
flexibility of the voice and body, facial 
expressions and relaxation. Lack of the 
latter, he held, resulted in many gen- 
eral agents and managers being on the 
verge of physical collapse. 





Metropolitan Gives Data 
on Prepared Sales Plan 








The use of prepared sales talks has 
been given great momentum by the 
Metropolitan Life in its active promo- 
tion among agents of its Rainy Day sales 
canvass. In its “Metropolitan Under- 
writer” the company gives some conclu- 
sive results on the use of the Rainy Day 
plan which backs up the enthusiastic 
statements which have been made by its 
proponents in the past. Out of 40,744 





by so anticipating, the life insurance 
man will be “sitting in driver’s seat” 
when it does happen. 

A trend starts with the conception of 
an idea and finally develops into a com- 
plete success. He pointed out that when 
the depression came, all other forms of 
property were nil except life insurance, 
and agents, therefore, went out and sold 
lots of it as the best investment. If 
agents capitalize on present trends, Mr. 
Johnson said, they have a great oppor- 
tunity to write more life insurance. One 
of today’s trends is toward retirement 
income insurance, due to the shorten- 
ing of a person’s age for economic life. | 

He declared the public, regardless of | 
party affiliation, is skeptical about social 








Value of Life Insurance 
as a Business Safeguard 





A striking example of the part 
played by life insurance in pro- 
tecting a corporation against loss 
through death of officers or im- 
portant employes, is revealed by 
the recent payment by the Guar- 
anty Life of Davenport of $100,000 
to the Walsh Construction Com- 
pany. 

The payment was on the death 
of Floyd T. Huntington, engineer 
with the construction company, 
who became ill about a year ago 
and died May 21. The case pro- 
vides an excellent illustration of 
the value of life insurance protec- 
tion to supplement the various 
other forms of indemnity used to 
safeguard a business. 


Gian 














“getting acquainted” calls 25,659 Rainy 
Day presentations were made, 12,714 of 
which were for ordinary and 12,945 for 
industrial. These presentations resulted 
in 12,715 applications of which 4,737 





were ordinary and 7,978 industrial. The 
ordinary applications averaged $2,529 
and 30 cents was the average weekly 
industrial premium. 

It is pointed out that it is almost a 
mathematical certainty that if a field 
man will adopt the family prospect sell- 
ing plan whole-heartedly, he can secure 
five interviews on eight calls and one 
application on two interviews, which is 
the average for the above figures. 

Another important point brought out 
in the results for the use of the planned 
sales talk is that with rare exceptions 
the applications were all written on the 
first interview. Agents were able to 
close better than one out of three ordi- 
nary presentations and three out of five 
on industrial interviews. Of the total 
number of applications written, 63 per- 
cent were on the lives of the family 
head. 


Protection for Rainy Day 


The Metropolitan has been promoting 
the use of its Rainy Day talk and sales 
plan for five years. It has been revised 
and improved several times. It is ex- 
tremely simple and direct. The agent 
asks a policyholder about the neighbor- 
ing family. He gets as much informa- 
tion as possible and then makes a call 
during the daytime. He makes no at- 
tempt to sell the wife but gives her a 
safety booklet to have on hand in case 
of injury to her children. He offers her 
a choice of several other booklets from 
the Metropolitan Life’s policyholder 
service list, adding that he would like to 
bring her husband a booklet too. Since 
the interview is then on a friendly basis, 
the wife usually agrees and is also on 
friendly terms when the agent calls back 
to see her husband in the evening. 

The Rainy Day presentation is given 
the husband, starting out with a picture 
of people walking in the rain without 
protection and finally showing the Met- 
ropolitan umbrella of protection for the 
Rainy Day. There is no text in the 
booklet shown the prospect. The agent 
memorizes it so he can go through and 
point out the significance of the illustra- 
tions. It is found where there is a text 
in the visual presentation, the prospect 
has a tendency not to pay attention to 
what the agent is saying. 

New agents are all trained in the use 
of the plan and it is used effectively. 











GALES IDEA 


OF THE WEEK 





NEED FOR TRAINED AGENT 


P. F. Hambsch of Annapolis, Md., 
formerly with the United States Navy, 
later retired from its service, is an agent 
of the Penn Mutual Life. He has an 
office at 150 Prince George street in the 
quaint old city where he lives. He con- 
tributes the following as to the quali- 
fications needed by an expert agent: 

“If you were to build a home of even 
moderate class, say at a minimum cost 
of $5,000, you would certainly call in a 
good architect to plan this building of 
stone, brick and mortar. You would 
plan very carefully with him and then 
build according to his plan. You would 
pay him ungrudgingly a fat fee, too. 
But you have a much more important 
structure to build during your lifetime 
than this concrete one of ordinary build- 
ing materials. I mean the intangible or 
perhaps dream structure of your insur- 
ance estate, which can be built perfectly 
within your means whether they be 
small or large. Few men call in an 
architect to help them plan this, their 
most important work. They think it can 
be accomplished without even a firm 
foundation, by adding a stone here and 
a brick there. The result is a nonde- 
script hovel which fails to keep out the 
wind and rain and snow when the storms 
of adversity descend upon it. 

“An expert counsellor—yes, a skilled 
architect is yours to command to plan 
this structure for you. A sound, tight 
building on a strong foundation that will 
make the lives of your loved ones secure 
and safe and even make that boyhood 
dream of yours for a happy, carefree old 
age, a reality. A trained life insurance 
agent is such an architect and he won't 
charge you a fee.” 








Some of the older men have been reluct- 
ant to adopt it, but managers have been 
calling attention to the results secured 
through the use of it, so that the older 
men have been convinced that it is 
worth using. 





HEADLINERS 


FOR BOSTON CONVENTION 








LOUIS BEHR 


Among the headliners who are to ap- 
pear on the program in Boston during 
the annual convention of the National 
Association of Life Underwriters this 
fall are Louis Behr of Chicago, J. M. 


Gantz of Cincinnati 
Powell of Atlanta. All of these speak- 
ers are inspiring platform artists and all 
of them have a real message for the 
agent. 





J. M. 


GANTZ 


and Henry M. 














HENRY M. POWELL 


Mr. Behr is assistant agency manager 


for the Equitable Life of New York, 
Mr. Gantz is general agent for the Pa- 
cific Mutual, and Mr. Powell is general 
agent for the State Mutual Life. 
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John A. Stevenson 
Gets New Position 





(CONTINUED FROM_PAGE 1) 
M.A. degree at the University of Wis- 
consin and his Ph.D. at the University 
of Illinois. Before entering the life in- 
surance business, he served on the fac- 
ulty of the school of education at the 
University of Illinois, and was dean of 
the summer session. He is the author 
of a number of widely used books on 
education and life insurance and is co- 
editor of the Life Insurancce Library 
of Harper & Bros., publishers. 

Since going to Philadelphia Mr. Stev- 
enson has taken an eminent place in 
the city’s activities. In 1934 he was 
chairman. of Philadelphia’s Salvation 
Army campaign. He has served as 
chairman of the managers’ committee of 
the Philadelphia Association of Life 
Underwriters and for two years was 


president of the Philadelphia Sales 
Managers’ Association. i 
Mr. Stevenson is an associate trustee 


of the University of Pennsylvania and a 
member, of the board of teacher train- 
ing. He is, also, a trustee of Berea Col- 
lege, Kentucky. a director of the Amer- 
ican College of Life Underwriters. and 
president of the Marketing Executives’ 
Society. 

Mr. Stevenson is a man of dynamic, 
intensive personality. Whenever he 
takes the floor he is listened to and 
whenever he writes ‘people read his 
stuff. He is a natural leader and as a 


company official and head of his own 


agency he has demonstrated his ability 
as a great organizer. 


Investment Side of Life 
Insurance Still Superior 
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on terms that were harsh. Furthermore, 
the loan could be called and if the mar- 
ket value of the collateral declined, the 
borrower either had to reduce the loan, 
put up more collateral or be sold out. 
Many a man who had pinned his hopes 
upon a separate investment fund found 
himself in a most uncomfortable posi- 
tion. 

“The man, however, who had a life 
insurance cash value was in a far better 
situation. His policy guaranteed the 
amount he could obtain and guaranteed 
the amount he was called upon to pay. 
When the loan was made it could not 
be called. As premiums and _ interest 
continued to be paid, the cash value in- 
creased from year to year exactly as 
guaranteed in the policy. Thus does the 
Saving element in the contract fulfill 
the function for which it was devised. 
No investment during the depression 
was as liquid or as available in an emer- 
gency as was the life insurance casn 
value.” 

Mr. Linton discussed the objection 
often heard against life companies charg- 
ing 6 percent on policy loans when the 
rate of interest on conservative long 
time securities is so low—on the average 
perhaps 314 percent. The first element 
is the guaranteed interest rate in the 
policy, which must be met. The com- 
pany at no time can change this factor 
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in existing contracts. Then, too, the in- 
terest rate averages out. W hen money 
is worth more than 6 percent life policy- 
holders still can get it at that guaran- 
teed rate from the life company. 

“If the rate on policy loans were low 
there would be a tendency in normal 
times for policyholders to look to their 
life contracts for loans instead of the 
regular credit agencies, so the companies 
would’ have to maintain much greater 
degree of liquidity and would suffer re- 
duction in interest on investments and 
cost of insurance to all policyholders 
would be increased. The stability of ‘the 
companies also would be adversely af- 
fected, Mr. Linton said. The majority 
of policy loans are small—less than $700 
per policy, usually made up of several 
smaller loans—so the expense of han- 
dling policy loans is not smali and net 
rate realized on them is considerably 
below the rate charged. Mr. Linton 
noted that a 2 percent reduction in pol- 
icy loan interest rate would mean a re- 
duction in interest income for the aver- 
age company equivalent to about $1 per 
$1,000 insurance in force, which would 
have to be reflected in cost of insur- 
ance. Since fewer than one-half of the 
policyholders in the average company 
have outstanding policy loans, he said, 
the management would be in hot water 
if it should alter its contract rate of in- 
terest on such loans and thus have to 
take $1 per $1,000 out of everybody’s 
dividend, thus increasing net cost. 


Takes Up Crazy Notions 
Still Held by People 


In closing Mr. Linton discussed cer- 
tain ‘crazy notions” about life insurance, 
one that constantly recurs being that in 
event of death the policyholder loses his 
cash value and the company steals it 
from him. In some states bills have 
been introduced in legislatures to com- 
pel companies to pay not only face of 
the policy but cash value at time of 
death. It would be possible to draft a 
policy to do this, he said, but it would 
be necessary under the ordinary life 
form at age 35 to add additional pre- 
mium, increasing net cost by more than 
40 percent of the average net cost of 
the ordinary life policy. Such contracts 
have been issued from time to time by 
various companies but have not proved 
popular because of the increased pre- 
mium. 

To all critics of life insurance who 
make this charge (usually through self- 
interest because of the desire to make 
commission on a new term policy or to 
charge a fee for high powered advice) 
Mr. Linton cited government war risk 
insurance. The federal war risk bureau 
handles ordinary life, 20-pay life and en- 
dowment policies exactly as do regular 
companies, and if the life companies 
steal the reserve at death, he said, so 
does Uncle Sam, for the government 
uses the same true principles that have 
been applied in life insurance for more 
than a century and has no more desire 
to go bankrupt in the War Risk Bureau 
than have the private companies. 


N. Y. Life Wins 
Dividend Action 


(CONTINUED FROM PAGE 3) 


which cannot be had today at any price, 
were getting a bargain and something 
of a free ride from the rest of the pol- 
icyholders even though they got smaller 
dividends than they would if they had 
no disability provision. That most of 
the disability policyholders thought so 
too is indicated by the comparative 
scarcity of those who have dropped their 
disability coverage while retaining their 
life policies and thereby got back into 
the higher-dividend bracket. 


Opposing Views Held 


On the other hand, many home office 
officials have felt that since the man 
who bought disability was tacitly given 
to understand that his disability provi- 
sion would cost him only the’ amount 
of the extra premium over “and above 
what he would pay for the same cover- 
age without disability, the companies 











have a moral obligation to pay the same 

scale to policyholdérs without regard ‘to 
their disability coverage. The case will © 
probably go to the court of appeals, the — 
state’s highest court. 


Pacific Mutual About Last 
to Quit Disability Income 
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this was largely an academic discussion, 
The companies -had a -painful experience 
with the life indemnity feature, which 
in view of economic conditions and vast 
increasing claim consciousness repre- 
sented virtually handing the assured a 
blank check to fill out in any amount 
desired. If the clause ever is revived, 
underwriters say, it will be with many 
restrictions and a stop limit, that is, 
on the aggregate form. Thus a com- 
pany might limit total disability income 
payments under a life policy to $1,000, 

While abandonment of the disability 
income clause at the time appeared to 
agents to be a serious blow, as they 
used it successfully as a closing argu- 
ment, when they became accustomed to 
the thought that it no longer was avail- 
able for sale, they turned to other means 
of closing and seem not to have missed 


t. 

The disability income clause was re- 
sponsible for a considerable amount of 
public misunderstanding of the benefits 
that might be realized. By many 
people it.was taken to be regular acci- 
dent and health insurance and they 
thought. they were fully covered and 
need not carry a separate A. & H. pol- 
icy. In such cases when accident or 
sickness struck there was much explain- 
ing to be done by the agent, and in 
many cases dissatisfaction with the life 
policy and the company. 


Women Outline Convention Plans 


BOSTON, July 2.—Boston life women 
at .a meeting here outlined their con- 
tribution to the coming National Asso- 
ciation of Life Underwriters convention 
in Boston. Chairman Martha Boott of 
the John Hancock appointed Eleanor 
Felton, manager of the women’s unit of 
the Traylor agency of the Equitable, as 
chairman of a special luncheon for 
women underwriters attending the con- 
vention Sept. 22. -Corinne V. Loomis 
of the John Hancock, chairman of the | 
woman's hospitality committee, outlined 
plans for entertainment. Mrs. Elbert H. 
Brock, wife of the vice-president of the 
John Hancock, will have charge of the 
entertainment of wives and daughters of 
visiting company officials. 
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